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Cut full size of 344 x 3'4-inch 


Looking Beyond To-morrow 


Into thousands of new homes now being built will go tens of thousands of 
Door Butts. And a large percentage will be NATIONAL No. 500 Door Butts. 
How large the percentage shall be will hinge entirely upon your ability to meet 
the demand. 

How's your stock? Foresighted Dealers will do well to look to their NA- 
TIONAL stock, and make sure they are prepared to supply their customers’ 
requirements. 

NATIONAL Butts meet the most exacting demands. Neat, strong and built 
for service in g different sizes. Can be furnished in any desired finish. 
Packed one pair in a neat, individual box, with screws to match, except the 
2 x 2 inch size, which are packed 1 dozen pairs in a carton, each pair in a 
separate envelope with screws. 

Just as NATIONAL- BUTTS swing doors the RIGHT way, so will they swing 
trade YOUR way. 


We sell direct. Send us your requirements. 


National Mfg. Company 


Sterling, Illinois 
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Treman Takes Toll From’ 


How Progressive Ithaca, N. Y.. 
Sells Fishing Paraphernalia 
by Catchy Angler Ads. 


By JOHN H. Post 
Treman & King Co., Ithaca, N. Y. 


E have for many years en- 
\) \ joyed a very prominent posi- 
tion with the wholesale and 
retail fishing tackle trade through- 
out New York and Pennsylvania 
and, particularly, have enjoyed a 
very fine retail trade in this par- 
ticular locality which has_ been 
brought about by our keeping a 
complete, well assorted stock, at- 
tractively displayed in up-to-date 
showcases and in attractive wall 
cases, and at all times keeping 
posted and sorted up on the new 
_things which come out so that as 
soon as they have begun to be 
recognized through advertising, 
sportsmen will be able to find 
them in our stock, and by keeping 
our staple lines well stocked we 
have been able to build up a very 
satisfactory volume of business. 
We advertise extensively at the 





Store \ 
\ 


opening of each of the seasons and 
couple up with our advertising 
window displays of the particular 
kinds of baits and rods, equipment, 
etc., that fishermen will want for 
this particular kind of fishing, 
and by keeping in close touch 
with the sporting public through 
associating with them in the 
local club and in our acquaint- 
ances made through fishing trips 
with the different men we culti- 
vate their inquiries, for through 
the personal element a large part 
of the fishing tackle trade 
drawn to any particular store. 


is 








Tackles 








We practice hiring salesmen 
for this department who are practical 
fishermen and hunters and then 
teach them salesmanship after they 
come in our employ. We find that 
the public much prefer to buy from 
a salesman who knows what he is 
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A window display that appeals to the sportsman 
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talking about from actual practice 
rather than from the man who has 
his information merely from the 
selling talks of factory salesmen and 
from what he gets through other in- 
formation given by the manufactur- 
ers. The average fisherman may not 
know just what he wants and asks 
what is best to use for certain kinds 
of fishing, and if the salesman is in 
a position to know from his own 
practical experience it aids very 
much in leading the customer on to 
considerable in the items 
that he would buy ordinarily. We 
feature in our advertising that our 
Mr. So-and-so has had a successful 
fishing trip, that he knows where 
to go, what to use to get the fish 
and suggest to the customers that 
if they will ask him he will be very 
glad to give them whatever advice 
he can and will also withoutreserve 
tell them where to go to get the 
best results, working on the theory 
that if the less experienced or even 
the experienced fishermen can have 


increase 
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This arrangement of shelving proved very attractive in the store window and sold many fishing outfits 


any better luck in these particular 
spots than our salesmen do them- 
selves, we are very glad to have 
them go, because the better luck the 
customers have the more enthusias- 
tic they are over the sport and more 
apt to patronize the firm who can 
give him the correct information. 


Salesmen Know the Best Locations 


We feature in our advertising 
also the fact that no matter where 
your trip may be, whether it is to 
the North Woods, Canada or local 
parts, our salesmen know what you 
should use, and they know from ac- 
tual experience. We attract a very 
nice volume of business in this way 
each season. 

Another method of creating in- 
terest that we used several years 
ago and are just putting into effect 
is a bulletin posted on our front 
window each morning, not later 
than 8:30, stating that certain in- 
dividuals had good catches the day 
or before, or within a day or two, 
in certain places; stating that cer- 
tain seasons will open within two 
or three days; calling attention to 
other sporting events in the way of 
gun club shoots, or, more partic- 
ularly, emphasizing the _ points 
where good catches are being made, 
and having this in connection with 
the window showing fishing tackle 
has in the past brought us a consid- 
erable trade, and it is now exciting 
very lively interest. We know that 


this can be followed up through the 


hunting season as well with very 
satisfactory results. 

We have also found -through 
years of practice that it is not pos- 
sible to give the small boy too much 
attention when he comes in the 
store to purchase a penny hook and 
a five-cent line, for in the days to 
come that boy is going to be the 
regular fisherman, and the kind of 
treatment he receives when he 
comes in the store first is going to 
be the basis on which all of his fu- 
ture business may be placed. We 
endeavor to see that the boys are 
given the very best attention pos- 
sible and instructed how to use 
what tackle they are buying and 
where to go to use it—just as much 
so as the man who spends a consid- 
erable amount for fancy equipment, 
for there is no question that among 
the boys any firm builds its popu- 
larity, for the enthusiasm of the 
younger people tends largely to in- 
fluence the older persons when they 
go to buy. 


Displaying Fish in Windows 


In connection with all the meth- 
ods which we have outlined in the 
preceding paragraphs, we invite 
fishermen to bring good catches, 
either as to the number or size of 
the fish, to the store for window dis- 
play and put them on for a short 
time whenever such are brought to 
the store, emphasizing, of course, in 
connection with it that they were 
caught with our tackle and that al- 


ways the best results can be ob- 
tained from the use of such. 

These few points are given for 
the benefit of others who may be 
engaged in this line of business, 
perhaps who have ways more satis- 
factory in getting results, but at 
least we can vouch as to their be- 
ing satisfactory with us. In con- 
clusion, would say that selling cus- 
tomers what they need and the very 
best you have in the store, keeping 
the goods properly displayed. and 
priced, at all times being honest 
with the customer in the advice 
given, will all work to build up a 
stable, satisfactory and good sized 
fishing tackle trade, wherever the 
store may be situated. 


Hibbard, Spencer, Bartlett & Co. 
Changes 


Hibbard, Spencer, Bartlett & Co., 
Chicago, has recently made C. J. Whip- 
ple a vice-president of the company. 
Mr. Whipple was formerly general 
manager. F. H. Warren and F. G. 
Russell have been made directors of 
the company, and H. L. Collard has 
been elected assistant secretary. All 
of these newly elected officers have been 
connected with Hibbard, Spencer, Bart- 
lett & Co., for several years. 


The Cleveland branch office of the 
Black & Decker Mfg. Co., Baltimore, 
Md., has moved from 6523 Euclid Ave- 
nue to 6225 Carnegie Avenue. This 
office is in charge of G. A. Dodge, 
branch manager. 
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Paint Up Campaign Results 


The Work That Is Being Done by the Big Advertising 


Campaign and How Paint Profits Have Been Increased 


7 HEN you're selling some- 
W thing, it makes a lot of dif- 
ference whether the pro- 
spective buyer is favorably disposed, 
or is merely indifferent, not to say 
hostile. 

The receptive attitude of the buyer 
makes all the difference between easy 
sales and hard sales, or no sales. 

With the receptive buyer, the 
goods are half sold before you begin 
to sell at all. On the other hand, 
with the hostile or indifferent pros- 
pect, you must labor first to induce 
a receptive attitude, before you can 
push your proposition with any hope 
of clinching a sale. 

Would you rather deal with a man 
who regards your proposition as a 
needless luxury, or with a man who 
sees, to begin with, that that which 
you have to sell is absolutely neces- 
sary? Would you rather do business 
in a town that is doing its very best 


to get along without your goods, or 
in a town which regards your goods 
as staple lines necessary to every- 
day life? 

The answer is easy. 

You’ll vote for the receptive cus- 
tomer and the receptive community 
every time—because that’s where it’s 
easiest to sell, and where you can sell 
the most goods. 

There are still thousands of com- 
munities where fresh paint is re- 
garded as a luxury—a non-essential. 
People paint at long intervals, and 
postpone repainting year after year, 
because they don’t understand how 
necessary paint is, as a sanitary 
agent and as a preservative and as 
a beautifier. 

There are other communities 
where the public is rapidly coming 
to regard fresh paint and plenty of 
it as a money-saver, a promoter of 
health, and a necessary item to pro- 
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duce psychologically cheerful sur- 
roundings. These are the communi- 


ties which have been educated by the 
“Clean Up and Paint Up” campaigns 
of the past in the importance of 
cleanliness. 

The “Clean Up and Paint Up” 
campaign is doing a big and vital 
work for the paint dealer—and not 
merely for the man who sells paints, 
oils and varnishes exclusively, but 
for the druggist, the hardware deal- 
er, the lumber dealer, the general 
merchant and others who handle a 
host of clean up and paint up lines. 
The “Clean Up and Paint Up” cam- 
paign, carried on persistently and in- 
telligently, is getting people into the 
habit of cleanliness through chang- 
ing the mental attitude of the com- 
munity and the individual toward 
paint and its accessories. 

To effect such a change in the 
mental attitude of the community 
would be practically impossible for 


the individual merchant, working 
single-handed or almost so. But the 
“Clean Up and Paint Up” campaign, 


working on thorough, comprehensive 
and far-reaching lines, reaches all 
the community. 
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It enlists the community spirit so 
characteristic of progressive Ameri- 
can towns and cities. Furthermore, 
there is an added impetus in the fact 
that your community is lined up with 
thousands of other wide-awake, go- 
ahead towns and cities throughout 
America in a _ huge, nation-wide 
movement. 


Bhe Demand Increased 


On its practical, merchandising 
side, the effects of the campaign are 
by no means limited to the paint de- 
partment. Besides paints, oils and 
varnishes, the campaign causes an 
increased demand for practically 
everything required for clean-up pur- 
poses, from fencing to fly swatters, 
and from vacuum cleaners to insec- 
tides. The exclusive paint store, 
the drug store, the hardware store, 
the lumber yard, the general store, 
all feel the beneficial effects in this 
demand for their lines. Each is tak- 
ing a share in the advertising scheme. 

Practical experience of dealers en- 
gaged in these lines of business re- 
veals that business has been uni- 
formly stimulated as a result of the 
campaign. Increases in sales have 
been reported, ranging in some cases 
as high as 100 per cent; even 200 


and 300 per cent increases are re- 
corded. 

Profits are also better, because 
larger sales are secured with little 
more overhead expense. More than 
that, sales are made more readily, 
and less clerk time is required to 
handle customers. Instead of the 
merchant seeking the demand, the de- 
mand seeks the merchant. 

Such a community movement 
which educates, not a few individuals 
merely but the entire town or city, 
not merely stimulates immediate 
sales but lays the foundation for fu- 
ture business and future profits. 

With the aid of the National Clean 
Up and Paint Up Campaign Bureau, 
such campaigns are easy to organize 
and conduct. The bureau will send 
free of charge to anyone full par- 
ticulars as to how to start and carry 
on a campaign. Inquiries should be 
addressed to the National Clean Up 
and Paint Up Campaign Bureau, St. 
Louis, Mo. 

The earlier the campaign is started 
and the longer it continues the fur- 
ther it will reach. In a long cam- 
paign a larger number of citizens 
put into the drive a greater amount 
of effort, and the resulting sales and 
profits are cumulatively greater. 


When a Check Acts as a Receipt 


A Legal Point Which Should Answer the Query of the Hardware 
Man Who Doesn't Keep His Receipts Ready for Emergency 


By HARRY 


iy a check a receipt? If a check is 
returned from the bank after be- 
ing paid and canceled and properly 
and regularily endorsed by a payee, 
can the maker of the check consider 
that check as a receipt? Here is a 
question that has caused much dis- 
cussion and no small amount of use- 
less litigation; nearly every hard- 
ware dealer has a different opinion 
as to this matter. 

In the first place, there are en- 
tirely too many hardware dealers 
who fail to request receipts when 
they pay their bills. This neglect is 
usually due to the fact that the owner 
believes a receipt useless because he 
considers his canceled checks suffi- 
cient evidence that the account has 
been paid. Under certain circum- 
stances, a check is a receipt; under 
other circumstances, the check fails 
to fulfill this purpose. Very often, 
hardware dealers have been forced 
to pay accounts twice, because of the 
legal discrimination as to when a 
check constitutes a binding receipt. 


BOTSFORD 


The utter fallacy of the mistaken 
idea that a check always constitutes 
a receipt has never been better ex- 
emplified than in a/’recent case in 
which the facts are worth quoting 
because it brings out the very facts 
that I wish to drive home in this 
article. 

An Actual Case 


In the beginning, the names and 
places named in the foregoing nar- 
ration are purely fictitious, but the 
facts named are actual occurrences 
and the case was really tried before 
a certain high court in this country. 

This man’s name was Brownless 
and he owned a fairly large hardware 
store in the city of Townville. He 
purchased a large percentage of his 
goods through a certain jobber—one 
Elias Whitton, of Pittsburgh. The 
purchases of Brownless were fre- 
quent and covered a period of six 
years. During this period, Brown- 
less paid by check, never requesting 
a receipt, as he believed that Whit- 
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ton’s endorsement on the check 
would constitute a legal and binding 
receipt. Very often Brownless per- 
sonally called at the jobber’s offices 
in Pittsburgh and ordered goods and 
paid for them, at once, by check. 

3rownless believed he had always 
kept Elias Whitton’s account paid up 
to date and he was greatly surprised 
to get a letter from the jobber re- 
questing a payment of $100, which 
Whitton claimed was past due. The 
matter was extremely disturbing to 
Brownless, who prided himself on 
keeping his bill paid to date, so he 
at once wrote Whitton in Pittsburgh 
stating that there must be some mis- 
take, as he had kept his accounts 
settled to date and that he had his 
canceled checks to prove this conten- 
tion. 

Whitton, on his part, was evidently 
surprised at Brownless’ letter and 
had an itemized statement mailed 
him indicating clearly that Brown- 
less was indebted to him to the ex- 
tent of $100. At this time Whitton 
made a further request for a pay- 
ment of the disputed $100, to which 
Brownless paid no attention, as he 
felt secure in his conviction that his 
checks would constitute a legal and 
binding receipt. 

At last Elias Whitton, hardware 
jobber, brought suit against Brown- 
less, the hardware dealer, for the 
recovery of the disputed $100. The 
case came to trial and the above evi- 
dence was again brought forth and 
reviewed, with the only new point 
that was brought up being that 
Brownless had often, in his trips to 
Pittsburgh, had checks cashed at 
Whitton’s office. Brownless produced 
his canceled checks as evidence and 
felt sure of his ground in spite of 
certain doubts which his attorney 
held. Finally the court gave a de- 
cision and Brownless was greatly 
surprised and disappointed to realize 
that the decision was against him! 


Decision Against the Dealer 


The court in rendering the ver- 
dict said: 

“Nothing appears, either on the 
checks or the stubs to indicate for 
what purpose the checks were given. 
Neither party in the case testified 
definitely to what transactions the 
checks related. After hearing the 
entire evidence, the court cannot say, 
with any degree of certainty or ac- 
curacy, that any of the checks shown 
in the evidence should have been 
credited by Whitton to the Brownless 
account. In fact, many of the cir- 
cumstances in the case indicate that 
these checks had reference to inde- 


(Continued on page 106) 
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Lincoln’s Kiyes 


By FRANKLIN K. LANE 






| NEVER pass through Chicago without vis- power but a desire to be supremely useful. They 


iting the statue of Lincoln by St. Gaudens’ were eyes of cx 


ymMpassion and mercy and a deep 


and standing before it for a moment un- understanding. They saw far more than they 


covered. It is to me all that America is, physi- looked at. They believed in far more than they 


cally and spiritually. I look at those long arms saw. They loved men not for what they were 


and long legs, large hands and feet, 
and I think that they represent the 
physical strength of this new coun- 






try, its power and its youthful 





awkwardness. Then I look up at 





the head and see qualities which 





have made the American — the 





strong chin, the noble brow, those 





sober and steadfast eyes. They 





were the eyes of one 





who saw with sympa- 





thy and_ interpreted 





with common’ sense. 





They were the eyes of 





earnest idealism limited 





and checked by the pos- 





sible and the _ practi- 





cable. They were the 





eyes of a truly humble 





spirit whose ambition 
was not a love for 









but for what they might become. 
They were patient eyes, eyes 
that could wait and wait and live 
on in the faith that right would 
win. They were eyes which 
challenged the nobler things in 
men and brought out the hid- 
den largeness. They were hu- 
morous eyes that saw things in 
their true proportions and in 
their real relationships. They 
looked through cant and pre- 
tense and the great and little 
vanities of great and little men. 
They were the eyes of an un- 
flinching courage and an unfal- 
tering faith rising out of a@#in- 
cere dependence upon the Master 
of the Universe. To believe in 
Lincoln is to learn to look 


through Lincoln’s eyes. 











Giving the Window Displays an Artistic 
Colorful Appearance 


Seward E. Trinkle, Display Manager Stambaugh 
Thompson Co., Youngstown, Ohio, Brightens Up 
the Hardware Store Both on the Inside and Out 


EWARD E. TRINKLE, display 
S manager of the Stambaugh 

Thompson Co., Youngstown, 
Ohio, has certainly found the se- 
cret of making window displays and 
interior displays artistically. Mr. 
Trinkle is an artist of no small abil- 
ity and he has applied this gift to 
beautifying the hardware store and 
at the same time arranging his 
stock in the most conspicuous man- 
ner. 

One of his best window displays, 
which was used recently, was de- 
voted to garden implements and in 
the background was a poster which 
gave the window a touch or sug- 


gestion of springtime. This com- 
bination was sure to act upon the 
mind of the spring gardner and as 
a result sales of implements fol- 
lowed. In each case the posters 
are in the bright colored hues de- 
signed to make the display more 
“cheerful.” 

Two of his interiors, which were 
recently displayed, also attracted 
much attention. Both were located 
in prominent places in the store. 
The screen door arrangement is 
treated along Japanese lines, with 
spring blossoms in profusion. Each 
of the doors is taken from stock. 
Display cases are revealed in the 


background, and are carefully ar- 
ranged so they command attention. 

Aside from the artistic effect, the 
outstanding feature of the exhibit 
of lawn mowers is the accessibility 
of each machine. In buying lawn 
mowers, the prospective purchaser 
invariably desires to handle the 
machine and see for himself how it 
works. With this: arrangement, 
each mower can be easily taken 
from the raised platform and rolled 
along the floor, without interfering 
with any of the other machines. 
Furthermore, the pickets on the 
fence hold the handles of each 
mower in place. 
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Big poster effects and but a few implements tastefully arranged form this window 
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Introducing Our New Western Editor 

















Hubert C. Teller, Western Editor of Hardware Age 


ARDWARE AGE has a new Western Editor 
I in the person of Hubert C. Teller—a man 

eminently qualified to fill the position recently 
vacated by Llew S. Soule, when he assumed the 
editorship of this publication. 

It may have been Grover Cleveland who first 
said, “It’s a condition not a theory that confronts 
us,” but HARDWARE AGE has long known and al- 
ways followed that precept. In the appointment 
of Hubert C. Teller as Western Editor, another 
practical, trained hardware man joins the HARD- 
WARE AGE staff. Practical—not merely theoretical 
—contributions to HARDWARE AGE may be expected. 


Mr. Teller for two years held an important execu- 
tive position with the Edwards & Chamberlin 
Hardware Company, Kalamazoo, Mich., one of the 
oldest and most successful wholesale and retail 
hardware concerns in that State. During his asso- 
ciation with the Kalamazoo institution he not only 
directed the advertising and store publicity, but 
spent a great deal of time on the floor selling hard- 
ware and studying merchandising conditions from 
the customer’s viewpoint. He found that by going 
into the homes and talking with housewives he 
could secure vitally important data for washing 
machine, vacuum cleaner and other household ap- 
pliance advertising. 

He established a direct mail advertising system 
in the Edwards & Chamberlin store that proved to 
be not only profitable, but a conspicuous business 
builder. This system provided for an intensive 
mail follow-up campaign of prospects who came 
into the store and looked at articles without buy- 
ing. 

The new Western Editor is a born merchandiser. 
Both his father and mother were village retail mer- 
chants. While still a boy in knee pants he sold 
shoes in his dad’s store. And hats, too—women’s 
hats, at that—for his mother was a milliner and 
often pressed him into service behind the millinery 
counter. Selling ideas, naturally “come easy” to a 
man with such training and experience as Mr. Tel- 
ler has had. 


As a writer of business stories, Mr. Teller has 
won a wide and enviable reputation. Business has 
published several articles from his “pen,” and two 
of them, “Turning Inquiries Into Sales” and “The 
Right Arm of Selling,” have been extensively 
quoted throughout the trade paper world. He has 
contributed merchandising stories to How-I-Did-It, 
The Peptimist, Doorways, The Little Blue Flag, 
and other business magazines. 


In addition to being a salesman, Mr. Teller is a 
forceful public speaker, and he has made numerous 
addresses on salesmanship and advertising before 
Chambers of Commerce, business men’s clubs and 
salesmen’s organizations. 

In the advertising world he is known as an au- 
thority on business letters. His success in this line 
won him almost instant recognition. He has 
spoken before Rotary Clubs and business schools 
in several of the larger cities on “Building Busi- 
ness by Mail.” 

Mr. Teller has just completed a trip which has 
taken him into a number of flourishing hardware 
concerns in the East and Middle West and is now 
at his desk in the Otis Building, Chicago, putting 
into shape a series of merchandising articles, writ- 
ten from the practical “it can be done” viewpoint. 

Mr. Teller’s interesting ideas, gained from prac- 
tical experience on a follow-up system for shoppers 
appears, starting on the opposite page. 
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Following Up the “Shoppers 


oe 


Successful Methods of Turning Inquiries Into Sales— 


Paying Clerks Commissions 


and Keeping Records 


By H. C. TELLER in Business 


Ce who linger and look 
but turn away, never to buy the 
article that seemed so nearly sold— 
they present one of the commonest 
and most cantankerous problems of 
every retailer. 

It’s not easy—getting that busi- 
ness that gets away—but it’s not im- 


possible. In fact, it’s quite possible. 
More than that, it’s highly profit- 
able. 


Either the expenditure of time 
and effort—the endless expense of 
“showing but not selling’—must be 
accepted as one of the disagreeable 
losses of retail selling, or it can be 
capitalized and turned into an asset 
that adds, regularly and unfailingly, 
many dollars to the totals of month- 
ly sales. 

The Edwards & Chamberlin Hard- 
ware Company has made a three- 
year test of a highly organized, a 
perfected and persistent effort, to 
turn these “shoppers’ inquiries” into 
sales. Let us explain how the sys- 
tem works by recounting an actual 
experience; by showing how one of 
many, very many, I-won’t-take-it- 
to-days was turned into “Cash Re- 
ceived.” 

Let us call the shopper Mrs. Harry 


F. Patch. Wandering into our home 
furnishings department one day 
early in August, she remarked to one 
of the salespeople: “I’m planning to 
buy an electric washer this fall. I 
don’t know what machine I shall 
choose, but so long as I am in the 
store you might show me the one you 
sell.” 

With a vision of commission 
money, which will be explained later, 
the salesperson literally “grabbed” 
the prospect. A clear, concise sales 
talk, a thorough demonstration, a 
display of a list of local users, the 
presentation of attractive printed 
literature—every known means of 
salesmanship was tried and ex- 
hausted. Mrs. Patch dismissed the 
matter with a smiling but firm, 
“Well, thank you very much, but I 
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jective of one of those advertising 
drives that have turned into sales for 
us hundreds of similar prospects for 


electric washers, motorcycles, bi- 
cycles, gas ranges, auto accessories, 
sets of silverware and many other 


kinds of merchandise. 
Mrs. Patch had not yet 
the elevator on her way out before 
the salegperson made out a “pros- 
pect slip.” Next day this slip reached 
the advertising manager, who caused 
a card to be made out for the card 
index system and instructed that 
form letters No. A, No. 1 y 


reached 


and No. 2 
on the Thor electric washer be sent 
to Mrs. Patch at intervals of four 
days apart. 

Each letter was accompanied by a 
different piece of colored, illustrated 
printed matter. At the same time 
Talbot, a special salesman who fol- 
lows up prospects on house furnish- 


ings, was notified. 
The three letters sent to Mrs. 
Patch drove home the points of effi- 


ciency of the Thor and the ease of 
owning one. They fanned into full 
flame her already kindled interest in 
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inevitable that she should read the 
sales messages because she was ac- 
tually interested. 

An Ideal Letter 

The type of selling argument and 
the conversational style employed 
are illustrated by the following let- 
ter, the second of the three sent out: 
Mrs. Harry F. Patch, 

1128 Hillcrest Drive, City. 
Dear Madam: 

Whenever a manufacturer can in- 
stall a machine that will do a certain 
piece of work better and MORE 
CHEAPLY than it can be done by 
hand, he does so. 

Why shouldn’t the housewife? 

I don’t know what you pay to have 
your washing done, but it certainly 
is more than two cents and the cost 
of a cake of soap. 

You can cut it down to that as- 
tonishingly low amount simply by 
the use of a THOR Electric Washing 
Machine. 

It cost two cents for enough elec- 
tricity to run the THOR an hour. 


By its use your washing is done 
quicker and better than an expert 
laundress can do it. The heaviest 
and dirtiest clothes are washed to 
a condition of spotless cleanliness, 
and the daintiest laceS are uninjured. 

It’s worth considering. 

And, having considered, you’ll de- 
cide it’s worth buying. 

If you take advantage of our easy 
payment plan the THOR will pay for 
itself in a short time. Why not do 
next week’s washing on your own 
THOR? 

Very truly yours, 


THE EDWARDS & CHAMBERLIN 
HARDWARE CO. 


H. C. Teller, Adv. Mgr. 


On the day that Mrs. Patch re- 
ceived the third and last letter, Tal- 
bot, the special salesman, called at 
her home. He had little to do; he 
found her already “sold.” 

Two days later she came into the 
store and placed her order with the 
salesperson she first talked to. The 


The sales record of “prospect fol- 
lowers.” 
make his average a good one each 
week and he receives every possible 
help from the office 


Every salesman strives to 


advertising department was now 
notified by means of a “sold slip” to 
cease its efforts to turn Mrs. Patch’s 
indecision into a sale; and with the 
final instruction to write a letter of 
thanks to Mrs. Patch and an offer to 
give her any service or assistance 
she might need in operating the ma- 
chine, Mrs. Patch and her inquiry 
about the Thor became a closed inci- 
dent. But a much better sort of 
closed incident from the merchant’s 
viewpoint than letting the matter 
die with the shopper’s “I shall not 
decide to-day.” 

What would have happened had 
the prospect been forgotten with her 
leaving the store/ She might have 
bought in a few weeks. She might 
not have bought in a year, and she 
might never have bought her washer 
at our store. 

A “shopper” is a hard customer. 
Some one sells her, of course, if she 
is really in earnest in her quest, but 
often—much too often—it’s the oth- 
er fellow. 

We believe in hurrying the de- 
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cision, and we believe—and know— 
that the store that makes an ag- 
gressive, persistent, consistent, in- 
sistent effort to turn every inquiry 


into a sale will “land” more of this: 


business than the competitor that 
simply sees them “come and go.” 

The cost? Almost nothing. For 
every $1,000 in sales to prospects the 
cost of this follow-up system is less 
than $40. A few simple printed 
forms, a little time on the part of a 
stenographer, some salary expense 
for the advertising stag’s time in 
preparing form letters—which are 
changed every few months—and 
that is all. 

It’s a system, too, that can be used 
by any store—anywhere they have 
postage stamps for sale. It can be 
put to work to-day. It will begin to 
pull business to-morrow. 

Thirty-five different articles are 
covered by our regular form letters, 
and special letters are written for 
prospects for special merchandise. 
Sales to prospects never fail to reach 
satisfactory proportions. Sometimes 
the first letter “brings home the ba- 
con.” At any event, it’s profitable 
advertising. 

And—this is too important to pass 
without consideration—many of our 
direct-by-mail prospects have writ- 
ten us and called on us to say, “We 
certainly want to. trade at a store 
that seems so glad to get our busi- 
ness.” The effort is fully justified 
if for no other reason than to create 
that impression. You are sure to 
arouse more interest in your store 
if you display the right degree of 
interest in serving the customer. 

But, Mr. Merchant, you are say- 
ing, “I never could get my clerks to 
obtain the names and turn in the 
prospects.” 

“Aye, there’s the rub,” you are 
thinking. 

It looks like a chasm of seeming 
impossibility, true enough, but it 
can be bridged. In our own store we 
bridge it by means of systematic 
business records. 

Our salespeople are kept “on their 
toes.” 

And they are kept “on their toes” 
because they are “kept track of.” 

We know day by day, week by 
week, year in and year out, just 
what each salesperson is doing in 
gross sales, number of sales, num- 
ber of prospects, etc. And they 
now that we know. And knowing 
that we know, they know it behooves 
them to keep alive. 

But that’s not the only reason that 
it pays to keep systematic, detailed 
business records. It’s not only be- 
cause we know each clerk’s efficiency 
that each salesperson realizes that 








he must make good or it will be 
known and he will become the victim 
of his own incapacity. Systematic 
records enable us to reward deserv- 
ing employees, and to reward them 
impartially. 

Paying Clerks Commissions 

Knowledge of the individual sales 
has prompted the payment of a com- 
mission to each salesperson, based on 
his sales totals. It rests with each 
salesperson to make that commission 
as much as possible. It’s on a per- 
centage basis and jumps with his 
sales. That’s why the salesgirl tried 
so hard to sell the washer to Mrs. 
Patch. It would have paid her a 
commission of $1.39. That’s why 
she skillfully found out Mrs. Patch’s 
name and turned in a prospect slip 
—because she gets a prize for turn- 
ing in the names of a certain num- 
ber of prospects every month. 

The paying of commissions has 
paid because it has increased inter- 
est, stimulated salesmanship and 
provided a satisfactory way to pay 
salary advances—by making it pos- 
sible for the salesman to earn them 
every day. 

Every day each salesperson’s sales 
are totaled. Both the number of his 
individual sales and the total of all 
of his sales are recorded on a weekly 
record sheet. 

Early in the week each salesper- 
son receives a record card showing 
his total sales for the week before, 
the gain or loss in sales compared 
with the corresponding week the 
year before, his relative standing as 
compared with that of other sales- 
people and the week’s total loss or 
gain for the entire sales force. 


Extra Bonuses 


A further stimulant is provided in 
the form of special premiums. For 
instance, during the month of Au- 
gust there might be an extra “p. m.” 
of $1 on every stove sold, in addi- 
tion to the percentage bonus paid 
on total sales. These bonuses are 
paid every six months, the “p. m.” 
card being turned in every month. 
Coming in a lump sum, the bonuses 
are like big prizes and every alert 
salesman tries to make his check a 
“good one.” 

All these simple, sensible things 
are designed to “get the business 
that gets away.” If the store has a 
tendency to snore, don’t be surprised 
if the salespeople are lax. Let them 
get into the atmosphere of aggres- 
sive effort to land business—all the 
business possible—and they will 
surely feel the urge and respond to 
the stimulus all around them. It will 
be effort well spent. 






















































Coming Conventions 


NATIONAL RETAIL HARDWARE Asso- 
CIATION CONVENTION, Buffalo, N. Y., 
June 22, 23, 24, 25, 1920. Headquarters, 
Hotel Lafayette. Herbert P. Sheets, 
secretary, Argos, Ind. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Agricultural College, 
July 13, 14, 15, 1920. E. R. Gross, sec- 
retary-treasurer, Agricultural College. 


KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Feb. 15, 16, 17, 1921. 
Headquarters, Hotel Sherman, Chicago. 
Leon D. Nish, secretary, Elgin. 


Recent Deaths 


William E. Staples, a retired hard- 
ware merchant of Milford, Mass., died 
recently in his fifty-third year. He had 
been a member of the hardware firm 
of Staples & Gould, until forced to re- 
tire about two years ago owing to ill 
health. He is survived by a widow and 
one daughter. 


Alfred H. Higgins, who had _ been 
in the employ of the Nicholson File 
Company, Providence, R L, for the past 
40 years, died recently at his home, 
132 Wallace Street. He was born 62 
years ago, and had been a resident of 
Providence for many years. He was 
connected with several fraternal organ- 
izations. 


Edward Josiah Peck, prominent in 
hardware’ circles in Hannibal, Mo., 
died recently at his home, following 
a three months’ illness. He was born 
in 1850, and for many years was active 
in the city’s affairs. He was associated 
in business with his son-in-law, Paul 
Raukohl. He is survived by a widow, 
two sons and two daughters. 


George C. Fenton, retail hardware 
dealer, Orange, Mass., was found dead 
in his store early on the morning of 
May 3, by Fred Batchelor, a clerk. Mr. 
Fenton was sitting in a chair and death 
apparently was due to apoplexy. He 
was 52 years of age, and had been in 
business in Orange for the past twenty 
years. He leaves a wife. 


John T. Cranshaw, credit manager, 
Brown & Sharpe Mfg. Co., Providence, 
R. I., for many years, died at his home 
in Providence, April 28, following an 
illness incurred during his usual win- 
ter trip to Florida. Mr. Cranshaw’s 
connection with the Brown & Sharpe 
Mfg. Co. began in October, 1863, when 
he was sixteen years of age. He leaves 
a wife and son. 
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Carolina Dealers Kinjoy Lively Sessions 


- > r a , 
Hardware Men of Two 
and Hear Instructive Addresses by 
(ENHE 1920 convention of the been enjoying wonderful prosperity for 
Hardware Association of the the past few years, but I am afraid the 
Carolinas was held in Green- tion as a whole has been on the big- 
ville, S. C., May 11, 12 and 13. The %@St spree the world has ever known, 


first meeting was called to order by 
the president, J. M. Anderson, of 
Columbia, S. C., on Tuesday morn- 
ing. The convention body then sang 
“America,” being led by Miss Ruth 
Brown, of Greenville. Invocation 
was by Dr. Quick, pastor of the 
First Baptist Church, and the con- 
vention was most heartily welcomed 
to Greenville by Capt. Oscar K. 
Mauldin, late of the U. S. Army. 
Capt. Mauldin said that at one time 
in his life he felt that he never 
wanted to see another hardware man, 
and that was when the German army 
was throwing its shells so thick and 
fast into ours, and he had such hard 
work dodging them. Capt. Mauldin 
declared he was half North and half 
South Carolinian, so could welcome 
the hardware men from both states, 
and was glad to throw open the city 
of Greenville to the members and 
visitors. R. H. McDuffie of Asheville, 
N. C., responded in a short address 
on behalf of the convention body. 
The meeting then adjourned to re- 
assemble for further business at 
2:30. 

The second session was called to 
order by President Anderson, who 
then made his address. He spoke of 
the many puzzling and annoying 
problems which are now facing the 
hardware dealer. If he is not cuss- 
ing the jobber for not shipping the 
bill of goods he bought months ago 
he is explaining why he is short cer- 
tain articles, or why he has had tv 
increase prices. When a change 
will come no man can tell, but the 
wise man will, in so far as he is able, 
be prepared for it, he said. 


“There are three things upon which 
real prosperity must be based, ample 
capital, efficient help and application of 
sound economics,” the president con- 
tinued. “We are apparently prosper- 
ing in spite of these three fundamentals, 
but our prosperity is false, as well as 
dangerous. We must have increased 
production in order to have a reduction 
in prices. The eternal demand for 
more pay and shorter hours, together 
with waste, extravagance and utter 
lack of foresight are, to my mind, the 
greatest causes of the present high cost 
of living. 

“T believe in optimism, and we have 


and is sure to wake up with the dark 
brown taste of the morning after. The 
high cost of everything compels the 
business man to study and analyze 
more carefully every phase of his busi- 
ness. The merchant who is abreast of 
the times knows that he can learn a 














T. W. Dixon, secretary of Hardware 
Association of the Carolinas 


great deal by rubbing elbows with his 
competitor, and by meeting and min- 
gling with men bigger than himself. 
Now is the time for every hardware 
dealer to keep in close touch with his 
association, and through his association 
with the national association and his 
trade papers. This association has but 
one reason for its existence, to be of 
service to its members. One of the 
great things taught us by the late war 
is that almost anything cap be accom- 
plished by concentrated effort. Your 
association can be of great help to you 
in your business, if you will only call 
on them, and give them your hearty co- 
operation and support. We must look 
forward to a _ readjustment period, 
which must come, when prices and 
values will be brought to a normal level. 
82 


States Meet in Annual Convention 


Officers 


National 


“If we conduct our business on a 
sound and business-like basis we can 
and will have it on such a firm founda- 
tion that we can weather any storm, 
and be able to stand any mail order 
competition, or any other condition that 
may arise. Every dealer should back 
up the national association in the fight 
they are waging against manufacturers 
who show discrimination in favor of 
mail order houses.” 


In Charge of Question Box 


At the conclusion of the presi- 
dent’s address J. M. Campbell, presi- 
dent of the National Association, was 
then introduced and took charge of 
the question box. Mr. Campbell 
asked the members to feel that they 
were one big family, and to enter 
freely into the discussions that 
would arise. Different questions of 
vital interest to the hardware deal- 
ers, such as experience with auto 
accessories, best methods of adver- 


tising, etc., were thoroughly dis- 
cussed. 
The secretary-treasurer, T. W. 


Dixon, was then called on for his 
report, which was most gratifying, 
as it showed the best year in the his- 
tory of the organization, both from 
a financial standpoint, increase in 
membership and interest. Mr. Dixon 
thanked the members for hearty co- 
operation and support, also Mr. 
Sheets, secretary of the National As- 
sociation, for many helpful letters 
and suggestions. 

A. R. Craig, auditor, made a re- 
port of his work. While this branch 
of the association work has only been 
well under way a short while the re- 
sults have been very satisfactory. 
Mr. Craig urged the members to send 
in their bills, and to so arrange them 
that he would be able to handle them 
promptly. The meeting then ad- 
journed until Wednesday morning. 

The Wednesday morning session 

yas called to order by the president. 
Question box discussion was _ re- 
sumed, with Grant Wright, editor of 
the Eastern Dealer, in charge. As 
before, the members entered very 
freely into this. After this was 
closed Mr. Campbell, president of the 
National Association, spoke to the 
body on “You and Your Business.” 
Mr. Campbell, who is a hardware 
merchant himself, spoke of realizing 
the urgent need of co-operation 
among business men. The merchant 
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is in business for just two reasons, 
service to the community and profit 
to himself, and there was a time 
when the merchant thought only of 
profit, but now they understand that 
service is very essential to their busi- 
ness existence, if they make a suc- 
cess, he declared. The National As- 
sociation is carried on solely for the 
benefit of hardware dealers, and they 
should feel free to call on it for any 
help needed, either through their 


hardware. With the gift goes the 
understanding that they were to do 
with them whatever they may elect. 
Mr. Watt rose to offer a resolution 
that the body give a rising vote of 
thanks to Mr. Wheless, and a letter 
of appreciation be written the Sim- 
mons Hardware Co. L. A. Dietrich, 
sales manager of the American Steel 
and Wire Co., was introduced and 
made a short talk. He spoke of his 
pleasure at being with the Carolinas 
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men once more, and of his apprecia- 
tion of their loyalty to the firm he 
had the honor of representing. He 
was enthusiastically received. 
Thursday morning the meeting 
was called to order by the president. 
H. P. Sheets, secretary of the Na- 
tional Association, was introduced, 
and made his address on “Business 
vs. Politics.” Mr. Sheets said the 
talk he was going to make this 
morning has very little to do with 


Resolutions Adopted by the Hardware Association 


of the 


1—We offer our hearty support 
and commendation to the Na- 
tional Retail Hardware Asso- 
ciation in their aggressive and 
capable campaign against cer- 
tain manufacturers who are 
discriminating against the re- 
tail merchants in favor of 
other distributors. 

2—It having come to our atten- 
tion that certain publishers 
have refused advertisements 
from mail order houses, there- 
fore: 

Be it resolved, that we 
heartily commend their action 
and express our appreciation 
of the position which they have 
taken. 

3—Whereas, this organization has 
been asked to join the United 
States Chamber of Commerce, 
and, feeling that a great work 
for the whole country is being 
accomplished by this chamber 


Herne 


Carolinas at 


the 


of commerce, so, therefore: 
Be it resolved, that our or- 
ganization, realizing the need 
at this time, especially of the 
co-operation of all business 
men and organizations, should 
become a member of this na- 
tional body. 
4—Because of the great need of 
efficient business methods in 
the affairs of the National 
Government, and the necessity 
at this time to have the do- 
mestic and foreign problems 
successfully conducted, we 
urge our members to imme- 
diately make an appeal to the 
delegates to their state conven- 
tions to send to the national 
convention delegations deter- 
mined to nominate a strong 
business man for President, 
and then to use every endeavor 
for his election. We further 
urge our members in the pri- 





local organization or directly, he ex- 
plained. The need of better business 
methods was stressed, in which the 
National Association can aid; also 
the discrimination which is being 
shown by some manufacturers in fa- 
vor of catalog houses. 


Warned Against Mail Order Houses 


Mr. Campbell insisted that the 
members get alive to the fact that 
the South is being invaded by catalog 
houses, and are giving serious com- 
petition, and that unless they were 
getting business from the South, and 
saw great opportunities here they 
would not be building great stores in 
the East. 

Malone Wheless ofthe Simmons 
Hardware Co., St. Louis, then pre- 
sented to the association of the Caro- 
linas the two great seals of the states, 
which were composed entirely of 





W. W. Watt, delegate to 


national convention 


Annual 


Convention 


mary this summer to vote for 
the man from a business stand- 
point best fitted to fill the sev- 
eral positions. 
5—Believing that the speedy rati- 
fication of the Peace Treaty is 
vital to the financial interests 
and welfare of the world, we 
urge the Senate and President 
to prompt action in signing a 
treaty which will safeguard 
the fundamental principles of 
our Government. 
6—Resolved, That we _ heartily 
commend the liberal support 
given our association by the 
jobbers and manufacturers in 
advertising, exhibits and at- 
tendance on the convention, 
and ask the members to show 
their appreciation by purchase 
as well as word. 
(Signed) E. W. DUVALL, 
M. BONNOITT, 
R. H. TYSON. 


ory 


hardware, but a lot to do with busi- 
ness. 


“Tt is interesting to note, however, 
that some places have not entirely for- 
gotten their responsibility to the gov- 
ernment,” said Mr. Sheets. “Those 
of this section do not come very much 
in contact with organized labor, but I 
am from the Chicago district, where 
there is a hot bed of it, and it is giving 
us trouble. For some time now the 
National Association has been wag- 
ing a campaign for a business man for 
President. 

“You all know something of how the 
business affairs of the country are 
being run. I am a great admirer of Mr. 
Wilson, but if you will remember last 
August, when there was such a furore 
about the H. C. L. (it may mean Hell 
Cut Loose) he got up in Congress and 
said the retailer was the profiteer. I 
think for one time he was on the wrong 
track. I was in Washington some time 
ago, and there was a debate on in Con- 


















































Se 








84 


gress in regard to the Shantung treaty, 
and one of the Senators spoke for an 
hour and a half and never once men- 
tioned Shantung. 

“When I get sore at the world I like 
to get on the train and go to Washing- 
ton, and hear the discussions there. I 
go away feeling much better. The 
Secretary of the Department of Jus- 
tice was in Chicago a short while ago, 
and before he even got to the hotel he 
told the newspaper men what he was 
going to do in regard to reducing 
prices, that they would come down per- 
ceptibly within two weeks’ time. If 
so, we have never gotten the benefit. 
On the contrary, they have risen still 
higher.” 

Mr. Wright Speaks 

Grant Wright, of Philadelphia, 

editor of the Eastern Dealer, was 


next on the program. Mr. Wright’s 
subject was “The Implement Dealer, 


and His Problems.” Mr. Wright 
said: 
“IT do not know who my esteemed 


friend, Mr. Sheets, can be thinking of 
as a business man for President unless 
it is William G. McAdoo. I just want 
to say to this audience that I am the 
only Democrat in Philadelphia; at 
least, the only one in my precinct. 
When I go to the polls those in charge 
always say, ‘Get out that Democratic 
ticket, here he comes,’ and I want to 
say further that I am proud of it. 
“The implement dealer is up against 
as many problems as any merchant, 
and if you do not have a chamber of 
commerce or board of trade in your 
town, go to work as soon as you get 
home and organize one. You will find 
it a great asset, and it will help to 
build up your community more than 
any one thing. Get the farmer inter- 
ested in it. He is more needed to-day 
than ever. Some time ago I came 
South with a friend who was putting 
a farm implement on the market. I 
asked him where he was going to 
demonstrate it, and he told me a Cer- 
tain town in South Carolina. I asked 
him why he selected that particular 


one, and he answered because they 
have a live Chamber of Commerce 
there.” 


Mr. Wright’s address was short- 
ened by the press on other matters, 
but thoroughly enjoyed. 


The New Officers 


Election of officers was the next 
order of business, and resulted as 
follows: W. K. Holt, Burlington, 
N. C., president; W. M. Terrell, 
Hartsville, S. C., first vice-president ; 
McD. Holliday, Dunn, N. C., second 
vice-president; L. G. Eskridge, New- 
berry, S. C., third vice-president; 
delegates to the national convention, 
E. W. Duvall, Cheraw, S. C.; Ottis 

















Ottis Green, delegate to 
national convention 


Green, Asheville, N. C.; W. W. Watt, 
Charlotte, N. C.; T. W. Dixon, Char- 
lotte, N C.; T. W. Dixon, secretary- 
treasurer; A. R. Craig, assistant sec- 
retary. 

Greensboro, N. C., was selected as 
the place for the next ,annuai meei- 
ing, and the time fixed beginning the 
second Tuesday in May. 

The secretary was instructed to 
take out membership in the National 
Chamber of Commerce. 


Louisiana Dealers in Annual Meeting 


tees annual convention of the Loui- 
siana Retail Hardware and Imple- 
ment Association was held May 10 and 
11, at Alexandria, La. It proved to be 
a most profitable get together for all 
those in attendance. The keynote of 
the meeting was importance of running 
businesses in an up to date modern in- 
telligent manner, or as some one aptly 
put it the difference between a mer- 
chant and an ordinary store keeper. 
Psychology as applied to retail mer- 
chandising was discussed as were other 
phases of conducting a successful com- 
mercial enterprise. 


C. E. Davidson, president of the asso- 
ciation, in his address to the meeting 
urged his fellow members to read dili- 
gently their trade journals and to ex- 
change ideas and experiences, with one 
another. He also urged that members 
be on the alert for new ideas and to 
systematize their business in such a 
manner that the details be distributed to 
other shoulders, thus leaving sufficienc 
opportunity for intelligent management 
and study. It was also brought out in 
this address that the membership of 
the association had increased 250 per 
cent since the last convention was held, 
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a year previous. In closing Mr. David- 
son thanked committees, officers and 
other members for their co-operative 
assistance during the past year, and for 
their help in making the convention 
the huge success it turned out to be 
The large increase in membership, as 
shown in the address of Mr. Davidson, 
is fine evidence of the efficiency of the 
Louisiana Retail Hardware and Imple- 
ment Association, as is the type of sub- 
jects discussed at the recent convention. 
It shows a very evident intention and 
desire to conduct business in the Loui- 
siana district in the best possible way. 


TRADE NOTES 


The Luitink & Sons Mfg. Co., 775 
Eighteenth street, Milwaukee, Wis., 
manufacturer of hardware specialties, 
is erecting a 2-story brick addition, 
40x60 ft., to its shop. With new equip- 
ment the improvement will cost about 
$20,000 and increase the capacity 50 
per cent. 

Irving J. Wazek, retail hardware 
and implement dealer at Peshtigo, Wis., 
will build a new store building costing 
about $10,000 on the site of the imple- 
ment warehouse. Upon its completion, 
the implement department will be 
moved to the present hardware store 
building. 


F. E. Clough, formerly engaged in 
the retail hardware trade at Kilbourn 
City, Wis., has purchased the business, 
stock and good will of F. A. Weller & 
Son at North Fond du Lac, Wis., tak- 
ing immediate possession. Weller & 
Son eight months ago took over the 
business of Joseph Schantz. 


The Dabareiner Hardware Co., Hor- 
tonville, Wis., has broken ground for 
a one-story brick and concrete addition, 
60x120 ft., which will be used ex- 
clusively for the accommodation of its 
rapidly growing automotive vehicle and 
machinery business. The investment 
on this account will be about $18,000. 


The William Krueger Co., Neenah, 
Wis., one of the largest and_ best 
known retail hardware concerns in the 
Northwest, has increased its authorized 
capital stock from $100,000 to $150,000 
to accommodate the expansion of its 
business. It also conducts an extensive 
furniture department. H. F. Krueger, 
president of the company, is a former 
president of the Wisconsin Retail 
Hardware Dealers’ Association. W. 
H. Krueger is vice-president and C. F. 
Krueger, secretary and treasurer. 


The Washington Cutlery Co., Water- 
town, Mass., has changed its corporate 
name to The Village Blacksmith Folks. 


The Atlas Tack Co., Fairhaven, 
Mass., has purchased the tangible as 
sets and good will of the H. C. Tack 
Co., Cleveland, Ohio. It is planned to 
standardize the product at both fac- 
tories. This acquisition is contemplated 
to aid greatly the western trade of the 
company and will also benefit the east 
ern trade. The Cleveland plant wil! 


serve as the western branch. 
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Show Card Writing for the Beginner 


By JOSEPH BERTRAM JOWITT 


| ERE is another short cut method 
to help all hardware clerks get 
a master grip on show card writing. 

Here is your opportunity;- don’t 
let the other fellow beat you to it; 
start to-day according to these sim- 
ple instructions and you will surely 
win out. 

It is next to impossible for every- 
one to learn show card writing by 
following just one rule or system. 
Those who have a natural talent for 
drawing and are artistically inclined 
would take more to the fancy style 
of lettering illuminations and scrolls, 
while the square block system of let- 
tering would appeal to all those who 
are mechanically inclined. 

This method of cut-out letters and 
numerals to be used as patterns to 
trace over has been worked out for 
the benefit of all those who are nei- 
ther artistically or mechanically in- 
clined. 

The three capitals in upper and 
lower case and the figure two are 
called mongrel Roman letters. They 
are about the easiest type to make, 
being free from all fancy spurs and 
other ornamentations. For this rea- 
son they are easy to cut out and use 
for pattern letters. 

This entire alphabet will be shown 
in groups of three and four letters 
from time to time. The reason for 
showing them in installments is to 
have them reproduced as large as the 
space will permit in each issue. 


Bo ate Ay 


The idea is to cut the page out as 
the installments appear. Paste this 
part of the page on a piece of card- 
board, then with a _ sharp-pointed 
knife cut each letter out, being care- 
ful to keep close to the edge of each 
letter. It is better to cut the center 
out of each letter first; the rest could 
be done with any kind of a small 
pair of scissors. 

If you do not care to mutilate the 
magazine by tearing out the page 
you may use a piece of thin tracing 
paper, which may be pasted on card- 
board, and letters cut out as afore- 
said. Keep these cut-out letters be- 
tween the leaves of a book. This 
will keep them from curling up. 


How to Use Letter Patterns 


First draw your horizontal lines 
the exact height of your cut-out let- 
ters, then lay the letters between 
these lines to get an idea of how 
they should be spaced. Hold each 
pattern firmly on card, and with a 
sharp-pointed pencil trace around 
edge of letters. The next move is 
to trace over these pencil outlines 
with a No. 4 or 6 brush, which has 
been worked to a point in the follow- 
ing manner: Dip the brush in the 
ink, then draw it from left to right 
on a piece of paper, at the same time 


twisting the handle between the 
thumb and first finger. This will 
bring a flat-pointed brush to the 


proper shape for outlining letters. 
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An example of cut-out letters and numerals that lend themselves 
to show card writing easily 









protected 
against 


« 
, 


a Is your ] 
Gt@Arg home | 
: CL TF | 
i 
ee He, | 


FIRE ? 





€arbona!l | 
Fire Extinguishers | 


GNI axe 


1150 


Posters and strong lettering 


The filling-in of the letters can be 
done with a larger size brush. 

This method may seem to some 
rather slow and tedious at first, but 
the results accomplished will more 


than repay you for all pains and 
trouble taken. 
The vocational schools have been 


teaching this method and have found 
it most successful among the stu- 
dents who are backward and discour- 
aged almost to the point of giving up 
the course. 

Do not criticise your work too se- 
verely, but save your old practice 
work and compare it as you go along. 
The improvement in your work and 
the progress you will make will as- 
tonish you and give you the neces- 
sary encouragement to keep at it. 

Remember that most of the expert 
show card writers of to-day started 
as apprentice boys, knowing abso- 
lutely nothing about the trade. The 
writer would blush if he had to ex- 
hibit his first attempts at lettering 
in HARDWARE AGE. 

All these short-cut methods and 
“trade secrets” which are published 


in these columns were not offered to 
the public in those days. 





Remember This Rule 

One of the most important rules 
to remember in show card writing is 
to leave plenty of margin around 
your card. It is much better to have 
the lettering small and the margin 
large than to have the lettering large 
and the margin small. Center your 
work when laying it out in pencil 
by drawing a line upright through 
the middle of card. This will act as 
a guide in spacing large words. 

A HARDWARE AGE subscriber wrote 
that he had great difficulty in mak- 
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ing his lettering straight. 
they would either lean to the right or 
the left, and wanted to know how to 
overcome this fault. 

The writer is always glad to an- 
swer any questions that HARDWARE 
AGE readers may want to know. A 
postal card addressed to editorial de- 
partment, HARDWARE AGE, will bring 
an answer by return mail. 

One thing should be remembered 
in selecting red sable show card 
brushes: that the best is the cheap- 
The writer has a 
set of red sable brushes which have 
been in constant use for over five 


est in the end. 


years. 


For those who have trouble in pro- 
curing good show card inks and wish 
to make their own, 


the following 
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formula will prove satisfactory at a 


small outlay: 


Bleached gum shellac, 2 ounces; Sie a 


borax crystals, 
ounces. 


an enameled pan. 


1 ounce; water, 16 
Powder the _ shellac 
borax and then place over a fire in 
When it begins to 





and 


foam remove from the fire and allow \) 


to cool. 


again cool, 


Repeat the boiling until the 
shellac is thoroughly dissolved. When 
strain 
cheesecloth, then add any pigment 
desired. For a glossy black ink add 
yellow dextrin (1 to 4 ounces of 
dextrin to each pint of ink). 
may sound like a whole lot of work, 
but it is really very simple. 
same ink may be used for pen work 
by adding a small quantity of water. 


through fine 


y 





This 





This two-lig 





Here are three excellent examples of 
the combination of artistic borders, cut- 
outs from advertisements, and letter- 
ing with shading. The shading is given 
according to the value of the letters and 
the bordering is so arranged that the 
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Newkirk’s Points for Window 
Trimming 


E. F. Newkirk who is in charge of 
the Display Service of the Edison Lamp 
Works, General Electric Company, Har- 
rison, N. J., has a hobby for store win- 
dow displays and has made a study 
about getting the proper effects. He 
says these are the fourteen essential 
points to successful window displays: 

“Wash window glass inside and out. 

“Wash all woodwork and polish the 
floor. 

“Remove unsightly objects such as 
nails, tacks, wire, string, etc., from all 
woodwork. 

“Paint all woodwork if it needs paint- 
ing. Neutral tones in the window will 
make electrical goods stand out better 
than dark colors. 

“Select window pedestals that fit 
your line and keep them in good condi- 
tion. 

“Make sure your windows are well 
lighted with the proper lamps and re- 
flectors. 

“Have window reflectors clean and 
lamps polished at all times. 

“Do not crowd your displays. 

“Do not cover up or hide one article 
with another. 

“Simplicity is strength in a window 
display if you display something worth 
while. 

“Do not try to fill a large window 
with small articles unless you group 
them. 

“Group only articles that go well to- 
gether. 

“Show the public by business looking 
displays that you feel entitled to their 
patronage. 

“Get your show window looking so 
well that you are proud of it—then keep 
it that way.” 





John Felix, retired hardware mer- 
chant, died recently at his home in 
Hartwell, Ohio, at the age of seventy- 
five. Mr. Felix was in business on 
Baymiller St., Cincinnati, for over fifty 
years, until his retirement. 

b ad 
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“Selling the ‘Save-the-Surface’ Campaign” 


“Selling the ‘Save-the-Surface’ Cam- 
paign” to the master painter and the 
dealer is a booklet of suggestions to 
salesmen, recently issued by the “Save- 
the-Surface Campaign,” 632 The 
Bourse, Philadelphia. The booklet is a 
condensed and easily understandable 
answer to the question, “What can I 
tell my salesmen about the ‘Save-the- 
Surface’ Campaign so that they can 
talk it intelligently with the master 
painters and the dealers?” It contains 


Mappes Designed Hall Store 


In the issue of May 6, in connection 
with an article entitled “The Impor- 
tance of Good Store Arrangement” the 
caption under one of the photographs 
attributes to Frederick Sage, the de- 
sign for the Frank P. Hall store, Co- 
lumbus, Ohio. 

We have since been informed that 
Frank Mappes, now store engineer for 
the Winchester Repeating Arms Co., 
was responsible for the design of this 
store, and that only the carrying out of 
the plan and the later additions were 
the work of Mr. Sage. 


New Boston Firm 


Crowe, McGarvey & Co., Boston, 
have taken over the factory lines, for- 
merly handled. by Matthew R. Crowe. 

These include the Vaughn & Bushnell 
tools, complete line of Ohlen-Bishop 
saws and J. Sand & Co. aluminum and 
wood levels, for masons and carpenters. 

Mr. Crowe handled these lines for 
several years and Mr. McGarvey brings 
to the new organization his five years’ 
experience as assistant sales manager 
of the Peck, Stow & Wilcox Co., South- 
ington, Conn. 





California Association Meets 


The annual meeting of the California 
Retail Hardware & Implement Associa- 
tion was held at Long Beach, Cal., on 
April 21. 

The morning meeting was devoted 
principally to unfinished business. The 
secretary’s report summarized the work 
of the organization during the past 
year, and showed that the membership 
had grown to 230. The report of the 
treasurer found the finances of the as- 
sociation to be in a very healthy condi- 
tion. 

The advisability of submitting to the 
present state legislature a pure paint 
and linseed oil law similar to that 
adopted by Nebraska and South Dakota 
was discussed and put to motion, but 
not passed. 

Addresses on hardware topics and on 
general subjects and their importance 
to the hardware business were given by 
men of recognized authority, some of 
them officers of state hardware associa- 
tions. 


Mr. Stephenson of the Simmons 


practical suggestions on what to sa} 
and how to say it, and prepares the 
salesman with answers to numerous 
questions which the master painter and 
the dealer would be apt to raise. Its 
purpose, it is claimed, is to be of value 
“to paint and varnish salesmen in mak- 
ing better business getters of their cus- 
tomers.” Salesmanagers and others in- 
terested may secure copies from the 
headquarters of the “Save-the-Surface 
Campaign,” 632 The Bourse, Phila. 


Hardware Co., presented to the associa- 
tion a large seal of the State of Califor- 
nia, measuring over six feet in height 
and made entirely of hardware articles. 
It was used in the booth of the Sim- 
mons Hardware Co., at the Panama- 
Pacific Exposition. 

On recommendation of the nominat- 
ing committee the following officers 
were elected for the ensuing year: EK. 
S. Campbell, president; William Scott, 
first vice-president; E. F. Harford, 
second vice-president; J. Glenn Marks, 
secretary-treasurer. 


Hardware Guild Gives Dinner 


At a dinner given by the Hardware 
Guild of Cincinnati to the proprietors 
and clerks of the hardware stores of 
the city, very interesting and instruc- 
tive addresses were delivered by C. 
Edgar Wilson, of the Wilson Paint & 
Glass Co., Cincinnati; S. R. Miles, of 
the National Retail Hardware Asso- 
ciation, and Jim Carson, secretary of 
the Ohio Hardware Association. This 
dinner was the first of a series to be 
given by the Guild, at which speakers 
with a thorough knowledge of the trade 
will be heard, and is in line with the 
policy of the Guild recently announced 
by President Gwaltney to do everything 
possible to “make better hardware mer- 
chants.” The address of Mr. Wilson 
dealt with problems in salesmanship, 
which he discussed from every angle, 
and illustrated with numerous experi- 
ences which had come to him in his 
business life. Mr. Miles spoke on store 
management, paying particular atten- 
tion to stock arrangement, and outlined 
a few simple changes which can be 
made in the average store to improve 
its appearance, while Jim Carson gave 
a short talk on the value of organiza- 
tion. John Weigel, Henry Hartman, 
Ed. Aufdemkampe and Charley Kob- 
mann were the committee in charge of 
the dinner, and as usual nothing was 
left undone to insure the success of the 
gathering. About 60 attended, of 
which 60 per cent were clerks employed 
in the hardware stores of the city. 





The Central Hardware Co., Ironton, 
Ohio, whose place of business was de- 
stroyed by fire on Jan. 7, has filed suit 
in common pleas court against the city 
of Ironton for damages in the sum of 
$62,500, claiming the loss of their prop- 
erty was due to the neglect of the city. 











H. W. Alger 


Alger with Gen. Motors 


H. W. Alger, a member of the board 
of directors of Hibbard, Spencer, Bart- 
lett & Co., Chicago, has resigned to 
join the organization of the General 
Motors Corporation. He will leave 
about the first of July for New York 
and expects to spend some time at the 
executive offices of the General Motors 
Corporation before permanently locat- 
ing in any territory. Mr. Alger has 
been with Hibbard, Spencer, Bartlett & 
Co., for a number of years, and is well- 
known throughout the Middle West, 
both as a sportsman and as a business 
man. 





Meigs-Powell Co. 

The Meigs-Powell Co., Milwaukee, 
Wis., was formed recently by A. E. 
Meigs and John D. Powell. Mr. Meigs 
has been factory representative in the 
eastern territory, for the Union Tool 
Chest+Co., and Huther Bros., both of 
Rochester, N. Y. Previously he was 
New York manager for the L. S. Star- 
rett Co., Athol, Mass. Mr. Powell was 
Chicago manager for the L. S. Starrett 
Co. 

The principal ‘product of this new 
manufacturing concern will be calipers. 





Garrity a Representative 

Walter J. Garrity has established 
himself as a manufacturers’ represen- 
tative with offices at 26 Cortlandt 
Street, New York. He has taken over 
the business of A. E. Meigs, who was 
eastern agent for the Union Tool Chest 
Co. and Huther Bros. both of Rochester, 
N. Y. In addition to these accounts 
Mr. Garrity is now handling Atlantic 
coast territory for the American Saw & 
Mfg. Co., Springfield, Mass., Reed 
Small Tool Works, Worcester, Mass., 
and also Eric Mellgren & Co., with the 
exception of the New England States. 

Mr. Garrity has just returned from 
a trip through Europe and northern 
Africa. 
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Stanley Works Buys Rule & Level Co. 


7HEN one very old and well estab- 

lished organization purchases the 
plants, properties and good will of an- 
other very old and well established in- 
dustry it is of considerable interest to 
the outside world. The Stanley Works 
recently purchased the Stanley Rule & 
Level Co., New Britain, Conn., and in 
the future the businesses will be car- 
ried on under separate names as here- 
tofore, although under one ownership. 
Following is the announcement which 
was made by the Stanley Works to the 
trade: 

“This is to advise you that the Stan- 
ley Works has purchased the going 
manufacturing business of the Stanley 
Rule & Level Co. 

“The Stanley Works will now own 
and operate some twelve different 
plants and properties, located where for 
years the workmen have grown up and 
become accustomed to the exact require- 
ments needed in the production of the 
particular articles that are manufac- 
tured in these factories. In connection 
with these are operated open hearth 
steel works, hot and cold rolling mills, 
foundries, timber lands and saw mills 
for furnishing much of the raw ma- 
terial used. There are also engineering 
and machine shops for the design and 
construction of our own special machin. 
ery, and hydraulic plants for furnish- 
ing electric power. The principal fac- 
tories for the production of the finished 
product, and the main offices of the 
company, are in New Britain, Conn., 
but there are other factories located at 
Niles, Ohio; Newark, N. J.; Bridge- 
water, Mass.; South Shaftesbury, Vt.; 
Bridgeport, Conn.; Plantsville, Conn.; 
in Canada, at Hamilton, Ont., and Rox- 
ton Pond, Quebec, and at Kobe, Japan. 

“The Stanley Works was founded in 
1843 by F. T. Stanley and incorporated 
as a joint stock company, under the 
present corporate name, in 1852. The 
Stanley Rule & Level Company was in- 
corporated under that name in 1858, 
being a combination of the firms of Hal) 

Knapp and of A. Stanley & Co., 
which had been incorporated some 
years previous. 

“The present consolidation unites the 
manufacturing interests of the two 
Stanley Companies that have grown 
side by side for almost seventy years, 
each developing its separate line of 
products for the hardware trade. Dur- 
ing that period, there have been many 
common interests. During the earlier 
years, the same salesmen frequently 
represented both companies, and in 
some foreign fields such arrangements 
still exist. 

“This purchase should only tend to- 
ward a better and more complete de- 
velopment of the two businesses. Right- 
ly consolidated, as we believe they are, 
they should be able to serve you better 
than when separate. Our present plan 
is to actually merge, or consolidate, only 
those activities in making or selling the 
product, which, beyond any doubt, can 
be strengthened and improved by so 
doing. We expect that there are many 
points of contact where the forces of 
both companies will be mutually help- 
ful which will eventually result in bet- 
ter service to the trade. 

fully 


“The management realizes, 


however, the responsibility it has as- 
sumed in consolidating two institutions 
that were each giving service of a high 
order as separate organizations and that 
the service in the future must be im- 
proved and the high quality of the prod- 
ucts maintained if the full measure 
of success is to be obtained. It will be 
our earnest endeavor to improve where 
possible the quality of all Stanley prod- 
ucts, so that our trade mark or name 
found on any article we manufacture 
will continue to be a guarantee that it 
is the best of its kind. 

“We are organized as producers and 
recognize that our products must con- 
tinue to reach the consumer through 
you, the hardware distributors. We 
ask your co-operation and for our mu- 
tual good the same support you have 
so generously accorded the two Stanley 
Companies in the past. 

“THE STANLEY WORKS, 
“KE. A. Moore, President.” 


Nichols Bros. to Start 
New Factory 


W. E. Nichols, who for more than 
forty years was treasurer and general 
manager of Nichols Brothers, Green- 
field, Mass., manufacturers of butchers’ 
cutlery, and his two sons, Morton H. 
Nichols and W. Herbert Nichols, have 
recently sold their minority interest in 
the Nichols Brothers company, which 
has been controlled by the American 
Tap & Die Co., Greenfield, Mass., since 
1902, to Albert B. Allen, president of 
the latter concern. 

As soon as possible Morton H. 
Nichols and W. Herbert Nichols will 
start a new cutlery firm at Greenfield, 
for the manufacture of high quality 
tools for butchers and cooks. They will 
be advised by W. E. Nichols. Morton 
H. Nichols was secretary of the Ameri- 
can Tap and Die Co. for 15 years and 
W. Herbert Nichols was vice-president 
of that concern for the past nine years. 
Both have resigned and sold out their 
entire interest in the American Tap & 
Die Co. 

Albert B. Allen, president of the 
American Tap & Die Co., announces 
that the recent resignations “do not in- 
terfere with the policy of the firm, 
which will be conducted as heretofore.” 


Celebrate Eightieth Anniversary 


On June 12, the Carpenter-Morton 
Co., Boston, will celebrate its eightieth 
anniversary. 

On that occasion the members of the 
corporation, its employees with their 
families and other invited guests, num- 
bering about 350, will go by special cars 
to the New Ocean House, Swampscott, 
Mass. 

First on the outing program will be 
a baseball game between the office team 
and a nine selected from the factory. 
The ball game will be followed by vari- 
ous athletic contests, in which winners 
will receive prizes. ‘The athletic events 
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will be followed by a banquet served at 
the New Ocean House, and the ball 
room will be opened for dancing. 


Have Reorganized 


The estate of Robert J. Sands, Lady- 
smith, Wis., has organized the retail 
hardware business conducted for many 
years by the late Robert Sands, under 
the style of R. J. Sands Hardware Co., 
with an authorized capital stock of 
$60,000. Officers have been elected as 
follows: President, Mrs. Ida M. Sands; 
vice-president, Bessie M. Sands; sec 
retary-treasurer, C. A. Sands; man- 
ager, S. L. Chicker. The founder of 
the business was accidentally killed in 
November, 1918, by the accidental dis- 
charge of an automatic pistol while on 
a Sunday afternoon recreation tour 
with a party of friends. 


Plan Lake Trip 


In connection with their attendance 
at the annual convention of the Na- 
tional Retail Hardware Association, to 
be held in Buffalo, June 22, 23, 24 and 
25, the New England delegates will 
visit adjacent Canadian towns. 

The morning after the convention 
they will journey to Toronto, sailing 
across Lake Ontario, from Lewiston, 
a short train ride from Buffalo. After 
an auto tour of Toronto they will em- 
bark from the dock of the Canadian 
Steamship Line, for Montreal. The 
route to be taken on this boat trip in- 
cludes the Thousand Islands, and an 
all-day sail through the St. Lawrence 
River and Rapids. 

A day will be spent sightseeing in 
Montreal, then on home to Boston, ar- 
riving on the morning of June 29. 


Chicago Club Dinner 


The Hardware Club of Chicago held 
its annual dinner May 4, at the club 
rooms of the organization and cele- 
brated the birthday anniversary of A. 
Vere Martin, past president and 
founder of the club. Nearly a hun- 
dred members and guests were pres- 
ent for the occasion. The Rev. Preston 
Bradley, pastor of the Peoples’ Church 
of Chicago, delivered the principal 
address of the evening on “American- 
ism.” <A large basket of flowers was 
presented to Mr. and Mrs. Voorhis 
Haight, Jr., who were recently mar- 
ried, and a similar basket was given to 
Mr. Martin as a birthday remembrance. 
Mr. Martin made a short address of 
appreciation. 


Branch Changes 


Richards-Wilecox Mfg. Co., Aurora, 
Ill., has made changes in the location 
of branches in three large cities. The 
new headquarters are as follows: Chi- 
cago, 166 West Lake Street, in charge 
of J. V. Wise; Cleveland, 457 Hippo- 
drome Annex, Burt Dougherty, mana- 
ger, and Indianapolis, 40 West Ohio 
Street, in charge of C. E. White. 


The U. S. Copper Products Corp., 
Cleveland, have opened their New York 
office at 1123 Broadway, Herbert Gnad 
will be manager of this new branch. 
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With Stanley Works Fifty Years 


Fifty years of continuous service in 
one company is a unique business ex- 
perience. To this enviable distinction 
W. E. Stevens attained last March, in 
his long record and usefulness as a 
Stanley worker, New Britian, Conn. 

For various reasons due recognition 
of the event was postponed until April 
28, when Mr. Stevens was the guest of 
honor at a dinner given him by the 
company at the Shuttle Meadow Club. 














W. E. Stevens, fifty years with 
Stanley Works 


Twenty-six of the office people, in- 
cluding particularly those long in the 
harness, sat down to a delightfully 
served meal, at the clese of which Geo. 
P. Hart, chairman of the board of di- 
rectors, with words fittingly expressive 
of Mr. Stevens’ good work, presented 
him with a gold watch and chain. Mr. 
Stevens’ response brought out the 
happy side of the long years of effort. 

Guests present at the dinner, from 
hardware firms which were customers 
of Mr. Stevens were: D. F. Barber of 
Chandler & Barber Co., Boston; L. H. 
Coffin, Belcher & Loomis Co., Provi- 
dence, R. I.; Ernest Davis, S. H. Davis 
& Co., Boston, and I. C. Treat, Clapp & 
Treat, Hartford, Conn.; R. N. Peck and 
J. E. Stone of the Stanley Rule & Level 
Co.; E. R. Swift, manager of the Chi- 
cago office, and A. E. Duncan, manager 
of the New York office, and Pincus of 
the New York office. 

Speeches were. made by D. F. Barber, 
C. E. Hart, J. E. Dunlay, P. F. King. 
Duncan read a poem composed by him- 
self, “To Dear Old Bill.” 

Mr. Stevens came to the Stanley 
Works in the latter part of March, 
1870. Previous to that time he 
worked for about a year in the store of 
Darius Miller, of this city. 

His first work was in the packing 
room, then located in the building on 
the triangle at Lake and High streets, 
in charge of Seth Fenton. In 1873 Mr. 
Fenton left and Mr. Stevens took 
charge. 


Mr. Stevens prepared and set up the 
Stanley Works exhibits for the first 
World’s Fair held in this country, in 
Philadelphia, in 1876. He also took 
charge of the exhibits at the New Or- 
leans Fair, Chicago Fair, Minneapolis, 
St. Louis and the Pan-American Ex- 
position at Buffalo. 

After the Chicago Fair, Mr. Stevens 
represented the Stanley Works in New 
England and northern parts of New 
York State, covering the retail and 
jobbing trade. Mr. Stevens travelled 
in this territory for twenty-five years, 
retiring in January, 1917. 


Christopher B. Edwards, president 
of the Moeschel-Edwards Corrugating 
Co., Newport, Ky., died recently at his 
residence in Fort Thomas, Ky. 
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Tool Companies Consolidate 


Under the name of Batemen and 
Companies, Inc., New York, the follow- 
ing manufacturers of agricultural ma- 
chinery and tools have consolidated: 
Richardson Mfg. Co., Worcester, Mass.; 
Bateman Mfg. Co., Grenloch, N. J.; 
Bateman - Wilkinson Co., Toronto, 
Canada; McWhorter Mfg. Co., River- 
ton, N. J.; Duane H. Nash, Inc., Mill- 
ington, Conn.; Cutaway Harrow Co., 
Higganum, Conn., and the Belcher & 
Taylor Agricultural Tools Co., Chico- 
pee, Mass. 

The officers of the new combine are: 
F. H. Bateman, president; P. N. Cur- 
tis, vice-president; F. H. Hillman, 
treasurer. 

The corporation is listed as having a 
capital stock of $4,000,000. 


Idea for Seed Selling Display 


Spring is the seed selling season 
and with the sales of seeds come 
sales of dozens of profit bearing arti- 
cles for use on the garden and lawn. 
The dealer who sells the grass seed 
naturally supplies the lawn owner 
with his lawn mower, hose, nozzles 
and sprinkling devices. A few flower 
or vegetable seeds create a call for 
rakes, hoes, spades, trowels, seeders 
and cultivators. In fact seeds are 
opening wedges to spring and sum- 
mer hardware sales. 

Most progressive hardware dealers 
carry a line of package seeds and 
make a fair profit on them. How- 
ever, the dealer who wishes to get 
the maximum out of the seed line 
should also carry a comprehensive 
line of bulk seeds. Many dealers 
contemplating the carrying of bulk 
seeds are deterred by not having the 
proper facilities for the complete 
line. 








This problem has been solved by 
the Lahr Hardware Co., Lincoln, 
Neb., through the use of a home- 
made combination seed cabinet and 
sales counter. This fixture is made 
from ordinary surfaced lumber, and 
is 40 in. high, 20 in. wide and 48 in. 
long. There are 49 drawers on each 
side, each drawer being 6 in. wide, 
9 in. long and 3% in. deep. Hooks 
are placed at the ends of the fixture 
on which to hang catalogs, calendars, 
etc. 

The top of the cabinet is utilized 
as a sales and wrapping counter. At 
one end is placed a small scale, and 
at the other an improvised rack for 
holding the various sized paper bags. 
The fixture is stained and varnished, 
and is mounted on casters. 

Such a fixture can be readily 
adapted to the line of seeds the 
dealer wishes to carry. 








Seed Cabinet and Sales Counter Used by Lahr Hardware Co., 
Lincoln, Neb. 
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OUR PENNYWISE POSTAL POLICY 


HE Postal Service of this country is on the 
brink of collapse. It is being practically 
starved out of existence through a penny- 
wise and pound-foolish policy of a sluggish and 
indifferent Congress. Mails are delayed beyond 
reason. Mistakes are as common as revolutions in 
Mexico. Parcels have developed an alarming ten- 
dency to stray from their proper routes and desti- 
nations. Business is suffering from a postal handi- 
cap it neither deserves nor understands. ‘ 

Why? 

Because the postal employee to-day is the most 
miserably underpaid worker of the entire labor list. 
Because brains are being paid for on a lower basis 
than common brawn. Because highly trained and 
thoroughly efficient men are being driven from the 
underpaid postal service to other fields where re- 
muneration is on a more sensible basis. 


The Postoffice is an institution the prime object 
of which is service. It is not expected to produce a 
profit except that profit which accrues to the public 
in general through increased efficiency. It should 
be an example to private enterprises in the matter 
of dealing to those who make service and efficiency 
possible. 

This great Government of ours is paying its old- 
est and best postal clerks and letter carriers the 
princely sum of $1650 a year, and that sum in- 
cludes the $150 bonus granted by Congress last 
year. The new men receive but $1200 for their 
first year of service. Meanwhile the Bureau of La- 
bor Statistics, a Government institution, figures 
that an American family of parents and three chil- 
dren residing in one of the larger cities cannot live 
with even reasonable comfort on less than $2262.47 
per year, and these figures were compiled in August 
of 1919. 

No private organization could exist for a single 
month on a system so palpably unfair to its em- 
ployees. No private organization could render such 
miserable service to its patrons and hold its patron- 
age for even 30 days. 


Men in other fields of labor strike for grievances 
not one-half so great. Postal employees only pro- 
test. They do not strike because they are public 
servants. 

Instead they are resigning individually, thou- 
sands of them, forced by sheer necessity to seek 
other employment where skill, merit and faithful 
endeavor are recognized in the pay envelope. 

Unless Congress speedily votes them some relief 
other thousands will have no option but to follow 


their example. Their places will be filled by men 
worth only the stipend which they are paid and 
not a dollar more. 


Meanwhile business will continue to suffer be- 
cause the postal service refuses to function prop- 
erly. And every day conditions will grow worse 
rather than better. 


The fallacy of the present system is shown in the 
fact that it will actually cost more to hire new men 
untrained and inefficient than to retain the services 
of the highly trained, faithful and efficient workers 
now in the postal service. 


If business men are unmoved by the injustice of 
the present system to faithful public servants—it 
the matter of common right fails to appeal to their 
sense of fair play, then they should be clubbed into 
a proper realization of postal conditions by their 
own loss and inconvenience. 


We are all a part of that which we call the Gov- 
ernment. The faults, the errors and the losses date 
back to each and every one of us. We deserve no 
sympathy unless we act. 


Would you be whole-heartedly loyal to an or- 
ganization which paid you less than a living wage; 
which converted you into a machine or a pack ani- 
mal; exposed you to the elements; sent you into 
the breeding places of disease germs, and then pen- 
alized you for the sickness which is absolutely 
bound to follow? 


I speak for American business men when I say 
emphatically “you would not.” 


Then be fair. Do unto others as you would that 
they’should do unto you. Don’t kick at the postal 
service until you have done your part to make it 
possible for that service to be better. 


Write your Congressman and your Senators and 
tell them in plain English what you think of the 
postal situation from the standpoint of both busi- 
ness and humanity. 


Urge them to get behind the bill which will put 
into effect immediately a fair increase to the em- 
ployees throughout the entire United States postal 
service. 

The injustice to the postal employee and the pub- 
lic at large must stop. The nuisance which ob- 
structs the efficient despatch of business has been 
tolerated long enough. 


Stinginess and careless indifference must give 
way to a policy of thoughtfulness and fair play. 
The postal service must be made to reflect the sen- 
timents of a nation founded on the principles of 
justice and equality. 
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Treasury Against Soldiers’ Bonus Bill 


Houston Says Country Cannot Afford It—Senate Not to Act 
This Session—Leaders Oppose Embargoes On German Goods 


WASHINGTON, May 24, 1920. 


HE witches’ caldron in Shake- 

speare’s little extravaganza has 

nothing on the soldiers’ bonus 
bill. About everything the witches used 
ir. the compounding of their delectable 
broth has been put into this bill by 
Chariman Fordney and his colleagues 
-~and then some. 

At this writing the pot is boiling 
furiously, but, judging by the large 
number of cooks assisting Chef Word- 
ney, the broth will be irremediably 
spoiled. 

Throughout the past week the mem- 
bers of the Ways and Means Commit- 
tee have labored to the verge of ner- 
vous prostration in an effort to revise 
the bonus bill so as to please the 
soldiers on the one hand, while at the 
same time placating those members of 
the House who have expressed their op- 
position to the various tax projects de- 
vised to raise the $1,500,000,000 or $2,- 
000,000,000 called for by this ill-advised 
project. Every change that promised 
improvement has only made matters 
worse, and the Republican witches who 
are responsible for the legislation, are 
now fairly beside themselves in an 
effort to line up their followers. 


Treasury Department Offers Bonus Bill 


Secretary of the Treasury Houston 
tried to call a halt on Wednesday when 
he sent a letter to Chairman Fordney 
protesting against the passage of the 
bill and adding the following impressive 
warning: 


“The very heavy burden which will 





By W. L. CROUNSE 


rest upon the Treasury by reason of 
laws already enacted, particularly the 
recent railroad laws, which it is esti- 
mated will entail an expenditure of ap- 
proximately $1,000,000,000—and also by 
reason of the delay in making provision 
to realize upon the Government’s in- 
vestments in railroads and ships, taken 
in conjunction with the existing credit 
situation, suggests the need of grave 
consideration of the question whether, 
quite aside from and in addition to any 
taxation which it might be necessary 
to impose in order to pay a bonus to 
the soldiers, it may not be necessary to 
provide for meeting the necessities of 
the Government in a larger measure 
from taxation.” 


The Republicans had scheduled a 
party caucus on the bonus bill for 
Wednesday night and in spite of Secre- 
tary Houston’s letter they held it and 
voted 141 to 49 not to postpone action 
until next session, as was urged by 
many conservative members. It was 
decided to push the bill and a vote 
may be taken before this is printed. 


Party Lines Abandoned in Fight 


Party lines have practically disap- 
peared in this amazing scramble and 
the House is now divided into two fac- 
tions, those on one side demanding that 
Congress shall “do something” for the 
soldiers, while those on the other are 
convinced of the folly of the project 
and are deeply impressed with the re- 
sentment it has aroused throughout the 
length and breadth of the land. 

It is impossible to cast a horoscope 
of a kaleidoscope. The situation here 
is changing so rapidly from hour to 
hour that it would be folly to attempt 
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to predict exactly what will be done 
with this extraordinary legislation. A 
desperate attempt is being made to 
force the measure through the House 
within the next week, leaving it to the 
Senate to assume responsibilty for 
shelving the whole proposition, at least 
until after the summer recess. 

Both houses are now planning to re- 
cess’ from June 5 to September 15, 
under a gentlemen’s agreement that no 
legislation shall be attempted in the 
interval, so this leaves a fortnight in 
which to pass the bonus bill in the 
House before Congress quits for the 
summer and will afford no opportunity 
whatever for the Senate Finance Com- 
mittee to give it serious consideration. 


Retail Sales Tax Killed 


Out of the mazé of things, two or 
three points are fairly clear. First and 
foremost, the proposed retail merchan- 
dise sales tax is dead; secondly, no 
action is likely to be taken on the bill 
by the Senate before Congress recon- 
venes in September; and as it is among 
the possibilities that the recess may be 
protracted until after the November 
elections, it may be December before 


this vexing question is finally an- 
swered. 
Members of both houses are eager 


to get into the political fray, and little 
legislative work, aside from the finish- 
ing touches on the annual appropriation 
bills, is likely to be attempted before 
the recess. The general docket is in 
fairly good condition, and the country 
will doubtless breathe a sigh of relief 
when Congress shuts up shop for the 
summer. 








National Budget System Bill Passes 


[ae bill installing a national budget 
system of figuring Federal receipts 
and expenditures has finally passed the 
Senate and will probably be a law by 
the this printed. The 
measure is probably the most important 
piece of constructive legislation this 
Congress has attempted and_ both 
houses are entitled to the thanks of the 
people for putting it through at a time 
when the nation’s need of such a budget 
is greater than ever before in the en- 
tire history of the country. 

Under the bill, which I have hereto- 
fore described in some detail, the ex- 
ecutive departments will be limited in 
their estimates for appropriations to 
the actual income of the Government, 
accurately determined in advance by a 
special bureau created for the purpose. 
In other words, Congress, like the pru- 
dent tailor, will cut its garment accord- 
ing to the cloth. 
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Economy Absolutely Necessary 


In these days of national jazzing, joy 
riding and reckless living, it is a matter 
of vital importance that the Govern- 
ment should curtail expenditures wher- 
ever possible, and especially should 
keep its annual appropriations within 
its revenues. Big deficits reflects only 
bad management and penalize millions 
of taxpayers who have no direct part in 
determining how their money shall be 
spent. 

One of the most thoughtful men in 
the Senate Reed Smoot, of Utah, 
who is said to possess a more accurate 
knowledge of the affairs of the Govern- 
ment than any other man in Congress. 
While far from a pessimist, he has be- 
come alarmed by recent tendencies and 
in an impressive speech delivered in 
the Senate a day or two ago declared 
that there must be a change, not only 
in the free spending of the public money 
but in the mode of living of the people, 
if disaster is to be avoided. 

“I see storms rising,” he said, “and 
when we ston to think that the world is 
not producing what the world requir2s 
it is difficult to foresee the result. 
Greater production is demanded, and 
unless this is provided, I care not how 
much taxes may be reduced or what may 
be taken from our big appropria- 
tion bills, nothing but production will 
remedy the situation.” 
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Uncle Sam’s Fiscal Policy Sound 

It is cheering to find that among 
men in Congress who are really well 
posted concerning the national) finances, 
there are some optimists who believe 
that, after the nation has weathered 
the vicissitudes of the year 1920, the 
good Ship of State will settle down on 
an even keel and the people will be 
relieved of further cause for anxiety 
regarding additional taxes. 

Representative Slemp, of Virginia, 
one of the majority leaders of the Ap- 
propriations Committee, is regarded as 
an expert in finance and supplies a large 
part of the data used by his committee 


in framing the annual budget bills. 
Mr. Slemp estimates that during the 
next fiscal year there will be an excess 
of approximately $1,500,000,000 of in- 
come over expenditures. This margin 
would be availabe for tax reduction or 
to cut down the nation’s floating debt, 
which as every one knows is far in ex- 
cess of reason 

Mr. Slemp would like to have the 
business men of the country study this 
problem and advise Congress as to 
whether surplus funds should be used 
to curtail taxes or as a sinking fund 
to reduce the national debt. He thinks 
Congress would act upon a suggestion 
made by the business men if it ap- 
peared to represent a general consensus 
of opinion. 


How Slemp Figures a Surplus 


Mr. Slemp’s views are so cheering 
that it is worth while to consider the 
method by which he arrives at his 
conclusion that our existing revenue 
laws will soon begin to produce a sur- 
plus. He says: 

“Through the pursuance by this Con- 
gress of a rigid policy of economy in 
Government expenditures, the expendi- 
tures for the fiscal year 1921 will be 
three and a half billion dollars, or one 
and a half billion less than the five 
billion dollars asked by the heads of 
the various departments. 

“Of this sum two billion dollars will 
be used to meet Government obligations 
growing out of the war, such as inter- 
est on Government bonds, payments to 
the service men, $278,000,000 for the 
sinking fund and larger expenditures 
for an increased army and navy. 

“This leaves one and a half billion 
dollars to meet the costs of running the 
Government on a normal basis during 
the fiscal year 1921, as compared with 
one billion dollars needed in 1916, the 
last year before American participation 
in the world war. The half-billion dol- 
lars’ increase is necessary for the in- 
creased cost of everything entering into 
the conduct of the Government as com- 
pared with 1916. 

Back to Pre-War Basis 
“This indicates very clearly that Con- 
gress has put the ordinary cost of main- 
taining the Government back upon a 
normal basis. 
“It is estimated that the present rev- 
enue and tariff laws next year will 
bring in five billion dollars or a billion 
and a half more than will be needed to 
run the Government. 
“What shall we do with this excess 
revenue over expenses. Some say 
apply this to reducing the floating debt 
of outstanding certificates, which is now 
more than three billion dollars. Others 
say refund these certificates of indebt- 
edness and reduce taxation during the 
fiscal year 1921 by one and a half billion 
dollars. 

“It is up to the best business and eco- 
nomic judgment of the country to de- 
cide—and soon—what is to be the fiscal 
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policy that will be safe and sane for the 
Government to follow.” 

If you have any views on the subject, 
write them to your Congressman. 
will be glad to hear from you. 


He 
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There have recently been some ex- 


ceedingly interesting developmen in 
the policy of the majority leader. of 
the Senate with respect to tariff levis- 
lation. The matter is of special! 


portance in view of the strong prob- 
ability that the work of framing a com- 
prehensive revision of the Underwood- 
Simmons Tariff Law will be undertaken 
immediately after the November elcc- 
tions. 

After careful consideration the ma- 
jority leaders have about reached the 
conclusion that they will reject the 
pending propositions looking to the plac- 
ing of embargoes on German merchan- 
dise and will depend solely upon tariff 
duties to protect domestic industries 
against the threatened cutthroat com 
petition of German producers. This 
means the abandonment of at least one 
important measure which has already 
passed the House and been reported fa 
vorably by the Senate Finance Com 
mittee. 

The Longworth, bill designed for the 
protection of the American dyestuff in 
dustry, which is now on the Senate cal- 
endar after passage by the House, au- 
thorizes a practical embargo upon all 
dyestuffs of coal tar origin. The meas- 
ure is aimed at a big German manufac- 
turing organization which, it is 
ported, has planned to cut prices to any 
extent that may be necessary to des- 
troy American competition. 
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Senator Moses’ Ingenious Scheme 


In deciding to lay the Longworth bill 
aside, the Senate leaders intimate that 
they believe the American dyestuff pro- 
ducers are unnecessarily alarmed, and 
that however aggressive the German 
manufacturers may become, the situa- 
tion can be met in the good old-fash- 
ioned way, by slapping on tariff duties 
high enough to give the domestic pro- 
ducer a sufficient advantage. 

The controversy over the Longworth 
bill has served to develop a new device 
for meeting such competition as the 
German. dyestuffs manufacturers 
threaten. Senator Moses of New 
Hampshire, who is an expert in tariff 
matters, has offered an amendment to 
the Longworth bill which eliminates the 
embargo system and provides for an 
automatic tariff which shall be the dif- 
ference between the price of the foreign 
article and the price of a similar article 
made domestically plus 20 per cent, so 
that at all times the domestic dye can 
undersell the imported article by at 
least 20 per cent. 

For example, if the foreign dye costs 
$2 per pound to import, and a fair sell 
ing price for a similar dye made in this 
country is $4, the tariff would be $2, 
plus 20 per cent of the home manu- 
factured value, bringing the price of 
the imported article up to $4.80, as is 
plainly shown. 

There can be no doubt of the effec- 
tiveness of such a tariff protection as 
Senator Moses suggests; in fact, it 
makes the so-called “Chinese-wall” pro 
tection of McKinley’s days look very 
ineffectual, 
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Commission Working 


rt°HE Interstate Commerce Commis- 

sion is centering its entire attention 

n efforts to break the freight block- 

The current work of the Com- 

r ssion has been temporarily laid aside 

will not be resumed until the Com- 

ssioners see daylight through what 

said to be the worst case of con- 

gested transportation the country has 
ever witnessed. 

Telegraphic appeals have been sent 
to all State railway and public service 
commissions urging them to join hands 
with the Government in lifting the bur- 


den. The Commission’s force of in- 
spectors has been put to work to se- 
cure accurate data respecting condi- 


tions at critical points. 

Practically all of the several hundred 
inspectors now on the Commission’s 
staff have been assigned to aid in re- 
lieving traffic conditions at important 
gateways where the flow of freight 
traffic has been clogged. Reports are 
pouring in from all parts of the country 
and the Commission will soon have an 
accurate knowledge of the terminal 
s'tuation. 

Special effort is being made to meet 
this crisis for the reason that the Com- 
mission recognizes it as providing a 
real test of the efficiency of the new 
transportation act just passed by 
Congress. It is also felt that the 
emergency clauses of the new law must 


measure up to the claims of their 
staunchest supporters if freight is 
again to be set moving smoothly 


throughout the country. 
May Embargo Non-essentials 


Embargoes on the transportation of 
non-essentials are to be expected for 
some time to come, and priority will 
be given first to foodstuffs and then to 
clothing and necessary building ma- 
terials. These embargoes will be main- 
tained for the shortest possible peri- 
ods as it is the purpose of the Com- 
mission to get the transportation sit- 
uation back to normal as soon as pos- 
sible. 

Coal cars are being pooled by the 
Commission and rushed to the mines as 
rapidly as possible, regardless of the 
lines to which they belong. Grain cars 
are also being dispatched to the ele- 
yators by the shortest possible routes 
to prevent any interruption of the east- 
ward movement of grain and flour. No 
hard-and-fast priority lists will be 
maintained but the Commission will not 
hesitate to employ drastic measures 
whenever it seems necessary to do so. 

It is conceded in Washington that 
there is not only a serious congestion 
a: freight terminals, but an actual car 
shortage, and the public is warned that 
normal conditions cannot be fully re- 
stored until the roads have been pro- 
vided with a large number of additional] 
freight cars. 

The Interstate Commerce Commission 
has begun hearings on a petition re- 
cently filed by the American Railway 
Express Company, asking permission 


on Freight Blockade 


to raise rates 10 to 25 per cent. This 
express company is practically identi- 
with the consolidation of the com- 
panies which was authorized during the 
war. 

According to witnesses at the initial 
hearing the increase in operating costs 
since 1914 has amounted to 96 per cent, 
but these statements are sharply con- 
tested by representatives of shippers’ 
organizations who will be heard before 
the case is determined. 

The express company estimates that 
in 1919 it incurred a deficit of $22,036,- 
000, and that during the current year 
the shortage will be even greater. The 
proposed are estimated to 
yield $25,000,000 additional revenue an 
nually. 


cal 


increases 


Permit System Extended to First Class 
Mail 


The Post Office Department is about 
regulations under 
permit system for mailing 
third and fourth class matter without 
stamps, will be extended to first class 
mail matter., This extension is author- 
ized by a provision of the law just en- 
acted by Congress. 

The innovation will be of great value 
to business men as it will do away with 
the necessity for stamping envelopes 
containing circulars, bills and other first 
class mail matter sent in quantity. The 
small merchant whose clerical staff is 
limited will find it of special advantage. 

Under the regulations the merchant 
who desires to mail 500 monthly bills, 
for example, will simply apply to his 
local postmaster for a permit and hav- 
ing received it, may deposit the en- 
velopes containing the bills in the mail 
in bulk without attaching stamps pro- 
vided he pays the amount of the post- 
age thereon at the time the matter is 
delivered at the post office. 

Don’t forget that you have to have a 
permit before you can take advantage 
of this new scheme. 


to issue which the 


second, 


T. M. Gallavin and E. A. Hurdman 
have taken over the hardware manufac- 
turing business formerly conducted by 
E. C. Stearns & Co., Syracuse, N. Y. 
Mr. Gallavin has been vice-president 
of the concern while Mr. Hurdman has 
been secretary and treasurer. Mr. 
Stearns will remain president of the 
company although only in an advisory 
capacity. There will be no change in 
the personnel of the officers. 


The Morris Hardware Corp., Lock- 
port, N. Y., succeeds Chadwick & Mor- 
ris and will continue the wholesale and 


retail line handled by that firm. It 
was incorporated by Fred D. Morris, 
genj. O. Seitz and Wm. J. Hoffmaster. 


John H. Mills, called the dean of the 
sales organization of the Hilo Varnish 
Co., Brooklyn, N. Y., has been made a 
vice-president of the company. 
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Hardware Trade Has New Editor 


On June 1 Fred S. Smith, Minneapo- 
lis representative of HARDWARE AGE, 
becomes the editor of Hardware Trade, 

Twin Citi Mr. 


with offices in the 
Smith was a valuable member of the 
HARDWARE AGE staff and his 
the publication is to be regretted. Mr. 
Smith was also a member of the W 
ner Hardware Co., Minneap: i 
well known throughout the Northwest 
hardware trade. 
Mr. Smith succeeds H. S. McIntyre as 
editor of the Hardware Trade, Mr. Me 
of the Northwest 


loss to 


ar- 


} 7 
11S, al 





Fred S. Smith 


Commercial Bulletin and the new pub- 
lication, The Northwest Shoe Bulletin 

Mr. Smith’s ability as a writer and 
his practical hardware knowledge espe- 
cially fits him for an editorial position 
on a trade publication, and his success 
in his more or less new field is assured. 


K. D. Smith, formerly compounding 
chemist of the Miller Rubber Co., 
Akron, Ohio, has been appointed fac- 
tory superintendent of the Syracuse 
Rubber Co., Syracuse, N. Y. 


I. C. Lamb has been appointed sales 
manager of the Automatic Light Co., 
Inc., Ludington, Mich. Mr. Lamb was 
formerly connected with the sales staff 
of the General Electric Co., 
tady, N. Y. 


Schenec- 


Hardware merchants of Portsmouth, 
Ohio, have organized 
Portsmouth Hardware Club with 
the following officers: President, Ed. 
Appel; Vice-President, Leo Somme 
Secretary-Treasurer, Adolph Gloe 
ner. J. B. Carson, secretary of the O. 


themselves into 


the 


r 
I 

L 
AK 


H. A., assisted in the organization of 
the club. The club has decided to close 
their stores on Thursday afternoons 


during June, July and August, and a 
committee was appointed to arrange for 
an outing for the clerks and proprietors 
to be held the first Thursday afternoon 
in June. 











Publicity for the Retailer 


Llow Dealers Are Boosting 


Ad.—Comprehensive 


mobile Accessory 


The 
No. 1 
The Newberry ad is a good reason 
why argument on aluminum. In send- 
ing us the ad, M. W. Buckley of the 
advertising department of Newberry’s 


Hardware Co., Alliance, Neb., writes 
as follows: 


“How” of Aluminum Ware 


(3 cols. x 10 in.) 


Editor Publicity for the Retailer, 
HARDWARE AGE, New York: 
DEAR Sir—The writer for a 

good many years has subscribed to 

HARDWARE AGE, and has obtained 

some very good ideas and sugges 

tions from the Publicity for the 
tetailer Department, although he 
has never sent in any of his ads. 


We are inclosing herewith an ad 
on which we would like to have 
you give us your opinion. 

Very truly yours, 
NEWBERRY’S HARDWARE CoO., 
(Signed) M. W. Buckley, 

Advertising Dept. 
May 1, 1920. 


Before we take up specific comment 
on the Newberry ad we wish to thank 
Mr. Buckley for his appreciative senti- 
ments and suggest to other hardware 
men who have been using this depart- 
ment yet, who have not sent us ads, to 
get busy and send us something. Re- 
member, the greater the variety of 
ideas we show here, the more valuable 








WE BUY OLD MAGAZINES and BOOKS when brought 
.01 per Ib. 


COBLESKILL, N.Y, 


to us tied up in burlap sacks 


[VAN VORIS, - = - 


The joys of digging in the 
garden— 
ALF the satisfaction in 


gardening is in having 
the proper tools. 


GARDEN 
' “TIME 


is here again. Do you need an 
GARDEN TOOLS this spring? 
SHOVELS (long and short 
handles.) RAKES, HOES, 
SPADING FORKS, GRUB 
HOOKS, Ferry’s Garden and 
Flower Seeds. 
Goodyears Lawn Hose. 


HOUSE CLEANING HELPS 


Step ladder, carpet beater, dust 
mop, broom, 


BICYCLE SUPPLIES 


Fisk Tires, handles bars, seats, 
horns, beils, whistles, puncture 
plugs, pedals, grips, tools bags, 
3 in 1 Oil, spokes. 












A 100% 





Garden Tool 


Ad 


Sales of Garden Tools—Good Auto- 


Ad. 


Aluminum 


this department is to you and to your 
fellow hardware mem So don’t hang 
back, but let us see “what you are do- 
ing. We are getting a fine lot of ads 
every week, but there’s always room 
for more. 

The Newberry ad claims superiority 
for the brand of aluminum ware 
featured, and then goes about detailing 
why in a very convincing way. The 
five reasons why cover the points in 
which the housewife is most inter 
ested. 

The cuts in this ad are excellent and 
the layout is worthy of your careful 
looking over. Note how the _ trade- 
mark stands out placed in the top cen- 
ter of the layout. And then we would 
call your attention to the neatly de- 
signed firm name signature and the 
monogram of the Newberry firm. 


We are of the opinion that when 
housewives of Alliance read this an- 
nouncement many of them _ told 


“Charley” to send up a tea kettle. 

We direct special attention to the 
concluding paragraph of this ad. Don’t 
you think it is a unique way of featur- 
ing the durability of aluminum ware? 
We do, and we would like to see the 
idea adopted by other hardware deal- 
ers. 

Another very important point in 
this ad is the use of a heavier type 
face for the opening talk. Heavy type 
used in combination with _lighter- 
faced type provides a striking contrast 
and gives a marked accent to the read- 
ing matter. Just glance at this ad 
and note how you are attracted by the 
heavier type in the opening paragraph 
and how it lends importance to the 
entire layout. A little study of the 
use of bold face type for text matter 
will enable you to produce some very 
striking and result-getting layouts. 

The Backyard Farmers 
No. 2 (2 cols. x 9 in.) 
The fight weeds will soot 


against 
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the superiorities of — 


“From Gi t 


Aluminum TEA Kettles! 


AST Aluminum is in itself the most satisfactory form of kitchen 
Utensils. Its superiorities, when combined with exclusive features 

of WAGNER WARE, mean a standard of quality that insures the ut- 
most satisfaction to every purchaser. Here are some of the reasons for 


AGNE 





1,—Cast in one piece of special process 
hardened aluminum. 


3,—Extra thickness where needed; not 
possible in stamped aluminum. 


“Colonial” Tea Kettle 


5.—Most durable utensils made; they 
last from “generation to generation.” 


2,—Each utensil has no rivets, seams or 
soldered parts 


4.—Beautiful and distinctive designs. 


Wagner 








This 
“Colonial” 
4-5-6 and 8 qts. No. 9 
—8-qt. size, price $7.75. 
Come in and see the 


shows the 
pattern—2- 


cut 


“send it up.” 





We have just received a shipment of 
Wagner Aluminum Tea Kettles— 
“Colonial” patterns with automatic 
lids, “‘Sidney” patterns with loose 
and swinging lids—sizes from 2 to 
8 qts., very reasonably priced too. 
Don’t “put up” with that old leaky 
kettle another day—order a Wag- 
ner now—“a thing of beauty and a 
joy for ever”’—our telephone num- 
ber is 8-8—just tell Charley to 


Preserve Kettle 





This cut illustrates the 
Wagner Preserving Ket- , 
tle, made without seams 
or rivets—extra thick- 
ness where needed. 








complete line. 





When you think of the price of Wagner Ware as being high try to re- 
member some other article that is handed down from generation to 


generation that sells for anything like the price. 




















Reasons Why for Aluminum Ware 


be on and to fight weeds one needs 
efficient garden tools. That is the gist 
of the De Prez ad, which has just been 
received from the J. G. De Prez Co., 
Shelbyville, Ind. The ad appeared in 
the current issue of the firm’s breezy 
store paper, “Dep’s Pep,” which, by the 
way, is the most widely circulated 
newspaper in Shelby County. This is 
a monumental tribute to the store pa- 
per idea and the skill of D. W. De Prez 
as editor of the paper. 

This De Prez ad is what we call a 
bang-up garden tool ad, just the thing 
to slap right in the newspapers now 
while the picking is good. 

Two paragraphs, set in big type, 
easily read and conveying an action 
getting message and then when inter- 
est is alive and kicking, a listing of 
hoes, rakes, spaders and_ backyard 
plows, with prices. We see no way in 
which more pep could be injected in 
this snappy ad, and in conclusion we 


would say that the illustration is a 
jim dandy. 

Note the upward curve of the top 
border and the downward curve of the 
bottom border. This is a rather new 
idea and is being used by a number of 
advertisers, both locally and _ nation- 
ally. 

It has been found by experiment that 
an ad with such a border gets attention 
much quicker than one with a square 
border. It has also been demonstrated 
that this border combination separates 
the ad from others in a most effective 
way. Whatever the optical law is 
that governs the performance of this 
particular border we don’t know, but 
we do know it’s a mighty effective 
border to use. 


Another Garden Tool Ad 
No. 3 (3 cols. x 5 in.) 
Take a look at the Van Voris ad on 
garden tools. Irving Van Voris of 
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Cobleskill, N. Y., sent us the ad and 
Mr. Van Voris has been doing some 
very effective advertising during the 
past few months. 

The layout of this ad might have 
been improved by centering the cut 
and setting the type matter in two 
columns below. The illustration is 


clever and the big type headlines and 
opening paragragh tell the purport of 
the announcement at a glance. 

One has to swing sharply to 
right, however, to get the rest of the 
story, and we would have preferred see- 
ing the items on bicycle sundries left 
out and the space gained devoted to 
quoting prices on the tools featured. 
In other words, we think there are too 
many items in this ad 

In spite of this, however, the ad gets 
attention and we think it will prove a 
business-getter. 

Our suggestion would be to devote 
a panel to unrelated when you 
desire to combine many of them in ad 
having one main or centralized appeal. 
You'll find it will work out. 


the 
Une 


items 


The Carborundum Co., Niagara Falls, 
N. Y., has acquired from the Alien 
Property Custodian the plant formerly 
owned and operated by the Didier- 
March Co., Perth Amboy, N. J. The 
plant will be taken over immediately 
and converted to the manufacture of a 
complete line of Carborundum Refrac- 


torie 





Get Ready 


Spring is here. The ground is 
calling for its‘crop. Conscript 
your Army of Tools. See that 
every weapon is fit. Don’t take 
chances. Weeds laugh at poor 
tools. 
Get your garden tools at The J. 
G. DePrez Co.’s Big Busy Store. 
We have every tool you need and 
our prices are modest and shy. 
Garden Hoes at 60 cents and up 
Garden Rakes at 50 cents and up 


Spading Forks at $1.50 and up 
Garden Plows, al) complete, $4.50 and up 


The J. G. DePrez Co. 


Greatness baare 18-28 Pub‘ic Square 


— 


Garden Tools 


Another Slant 


on 
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ARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 




















New York, May 24, 1920. 
TEYNHE price slasing in many lines of 
l merchandise, that started in New 
York, and which has already 
spread from coast to coast, has not to 
any appreciable extent affected hard- 
ware, in this section, nor does it seem 
likely that it will do so, judging by the 
opinion of many of the larger jobbers 
and retailers in and around New York. 
The reason that is pointed out is easy 
to understand. There is a very real 
and extensive shortage of iron and 
steel, the two essential basics of virtu- 
ally all hardware manufacturing. As 
one dealer expressed it, “We are now 
beginning to appreciate more poig- 
nantly than ever the effects of the steel 
and coal strikes of last autumn.” 

The general opinion among _ local 
hardware men seems to be that so long 
as there is a shortage of iron and steel, 
shortages in all kinds of manufactured 
products are inevitable, and as long as 
the jobber is unable to supply the 
dealer with enough guods there cannot 
logically be any material reduction in 
the price of hardware. 

Some temporary change may be ex- 
perienced, however. if many of the job- 
bers receive the shipments that they 
are expecting, as soon as the freight 
congestion can be relieved. Many job- 
bers are frank to admit that though 
there may be some reductions if they 
receive some of the large consignments 
that are on the way it will be only 
temporary and will be followed by an 
even greater shortage than the prevail- 
ing one. The reason for this is said 
to be because many of the mills and 
factories have been forced to suspend 
operation either wholly or in part be- 
cause of the freight situation. 

Many important price changes were 
reported by jobbers during the past 
week. 

Maydole hammers have advanced 15 
per cent. Sand paper has advanced 15 
per cent. 

Torrington nail sets and punches 
have been advanced 15 per cent. Prices 
on Seymour Smith pruning shears have 
been advanced 10 per cent. A new list 
on Ideal heat electric irons was issued 
recently showing an advance of ap- 
proximately 7% per cent. 


NEW YORK 


Broad loose pin steel butts galvan- 
ized are now quoted list plus 35 per 
cent. Cupboard catches and turns 
have been advanced 10 per cent. An 
advance of 25 to 50 cents each has 
been made on Ball Bearing Lawn 
Mowers. 

Carpenters’ pincers have advanced 10 
per cent. Blind staples are now being 
sold at 22 cents per lb. Trellis wire, 
flower bed guards and wire fencing are 
all quoted now discount, 30 per cent. 
Iron machine screw nuts now take a 
discount of 10 per cent. Iron machine 
screws are now receiving a discount of 
50 and 10 per cent. Picture wire, dis- 
count, 45 and 5 per cent. 

“Perfect Handle” screw drivers now 
take a discount of 10 per cent. Coping 
saw blades are now quoted at $1.70 per 


gross. Expansive bits, discount, plus 5 
per cent. Wire brushes discount 10 
per cent. Hose reels advanced 10 per 


cent. Grocers’ scales and spring bal- 
ances have advanced 10 per cent. 
Force cups, rubber elbows and other 
rubber goods have advanced 7% to 10 
per cent. 
Bolts and Nuts.—Both of these items 
are in substantial demand. 


Common carriage bolts, all sizes, are be- 
ing quoted list plus 5 to plus 10 per cent. 


Machine bolts, all sizes, 5 per cent off to 
list net. Stove bolts are being quoted 50, 
10 and 5 to 60 and 5 per cent. Common 


tire bolts, 40 per cent; sink bolts, 
and 5 to 65 per cent. 

Hexagon machine 
per cent; brass, 4 
19 to 12 in., 
33% per cent. 


50, 10 
screw nuts, iron, 25 
to & in., 50 per cent; 
and 5 per cent; 14-in., 
33% Stove rods, 334% per cent. 
Lock washers, 40 per cent. 

Iron rivets are generally held at 20 per 
cent Black tinners’ rivets, 20 per cent. 
Tinned tinners’ rivets, 30 and 5 per cent. 


Butter Churns.—The interest in but- 
ter churns is still good and many job- 
bers are almost completely out of 
stock. 

Glass butter churns with wooden 
ers, 1-qt., $11.25; 2-qt., $15; 3-qt., 
4-qt., $22.50. 

Farming Tool Handles.—Renewed 
interest was manifested in some quar- 
ters in tool handles during the past 
week, but jobbers report that they are 
experiencing extreme difficulty in get- 
ting goods. 


Farming 
quoted in 
per cent. Pick, 
handles are quoted 
cent. Axe handle 
cent. 


2°91 
33% 


h- 
5 


das 
$18.7 


tool 
this 


handles generally are 
section at discount plus 5 
sledge, hammer and hatchet 
discount plus 25 per 
discount plus 35 per 
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Fly Traps and Swatters.—The late 
season and the absence of warm 
weather has to some extent weakened 
interest in these lines, but jobbers say 
that they are unable to get enough 
goods to supply even the moderate de- 
mand. 


Fly swatters, wire mesh cloth, corduroy 
bound, wooden handle, $1.20 per doz.; wire 
cloth, black enamel handle, $1.50 per doz 


Tempered steel wire. black wooden handle 
14% in. over all, $1.70 per doz 

Fly traps, galvanized wire 
cover and base, height 5% in., diameter 
3/16 in., $1.60 per doz. Black painted 
wire cloth, tin base and cover, $3.50 per 
doz. 

Galvanized Ware.—Fresh shipments 
of galvanized sheet are expected be- 
fore long many jobbers report. If all 
of the goods that are expected in this 
line are received prices may possibly 
be expected to come down a bit but the 
chances of heavy deliveries are appar- 
ently small in view of the present 
freight situation. 
sheet is still being 
$10 to $11 base per 100 Ib 
are: Galvanized pails, -qt., 
$4.90 per doz.; 10-qt., $5.60 per doz.; 12- 
qt., $6.15 per doz.; 14-qt., $6.90 per doz.; 
16-qt., $8.30 per doz. Extra heavy galva- 
nized pails, 12-qt., $8.10 per doz.; 14-qt 
$8.95 per doz.; 16-qt., $13.10 per doz. Gal- 
vanized wash tubs, No. 1, $16 per doz. ; 
No. 2, $17.85 per doz.; No. 3, $21 per doz. ; 
fire pails, galvanized, with flat bottoms, 
painted, $7.60 per doz. 

Game Traps.—Most of the larger 
game trap manufacturers report that 
they are sold up to the end of the year 
and cannot take additional business. 
The demand for traps is begining to 
stir and several orders for fall delivery 
have been received by local jobbers. 


cloth, tin 


Galvanized quoted. 
No. 28 gage, 
Other items 


“Triumph,” with chains: No. 0, $1.71 
per doz.; No. 1, $2.01 per doz.; No. 1'%, 
$3.05 per doz.; No. 2, $4.21 per doz.; No. 3 


$7.14 per doz.; 
42, $16 per doz. 


Garden Tools.—The majority of 
buyers seem to be favoring garden 
tools in the hope that they will be able 
to get some deliveries before the sea- 
son closes. No improvement has been 
felt so far by local jobbers in getting 


No. 4, $8.60 per doz.; 


goods. 

Lawn rollers are being quoted list plu 
10 per cent. 

Socket hoes are $8.84 to $9.50 per doz 
riveted shank hoes, blue finish, $4.01 to 
$4.10 per doz.; solid shank hoes, bronze 
finish, $7.97 to $8.60 per doz.; mortar hos 
9 in., $11.41 to $11.80 per doz. 


Hedge shears, 8 in., $1.40 each: 9 in, 
$1.65 each; 10 in., $1.90 each; No. 1061 
8 in., $1.50 each; 9 in., $1.75 each; 10 in 
$2.05 each. 

Malleable tron 
doz.; 14-tooth, 


10-tooth, 
per doz.; 


$4.56 per 


16-tootl 


rakes, 
$5.11 
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£7.42 per doz.; steel rakes, 10-tooth, $7.60 
to $8.90 per doz.; 14-tooth, $9.15 to $10.45 
er doz.; 18-tooth, $10.65 per doz. Wooden 
iwn rakes, wooden bows, $5.78 to $6.50 
ver doz.; steel bows, $7.50 to $8.05. Wooden 
iy rakes, 2 wire bows, $4.95 per doz.; 3 
uminum bows, $7.81 per doz.; 2 wooden 


bows, $4.80; 3 steel bows, $7. 

Spading forks, 4 tang, malleable D han- 
strapped, $11.82 per doz wooden D 
handle, strapped, 4 tang, $15.40 per doz.; 
extra heavy, wooden D handle, 
per doz. 

Manure forks, 4 
handle, $12.79 per 


tines, 
doz.; 4 


strapped, 4%-ft. 
tines, plain fer- 


rule, 444-ft. handle, $11.33 per doz.; 5 tines, 
trapped ferrule, 41)-ft. handle, $15.10 per 
doz.; 4 tines, wooden D handle, plain fer- 
ule, $13.74 per doz.; malleable D handle, 


4 tines, plain ferrule, $11.04 per doz.; mal- 


leable D handle, 4 tines, strapped, $13.75 | 
per doz.; wooden D handle, 4 tines, 
strapped, $15.72 per doz. 

Hay forks, 2 tines, 5%4-ft. handle, plain 


ferrule, $10.29 per doz.; 3 tines, plain fer- 


rule, 514-ft. handle, $11.59 per doz.; 3 tines, 
strapped ferrule, 544-ft. handle, $13.14 per 
doz. 

Garden Barrows.—Wooden barrows 


of all kinds are very hard to get in 
New York at the present time. Most 
of the local jobbers are receiving large 
orders and are unable even to make 
promises of delivery because of the 
difficulty of getting goods. 

Painted and varnished garden 
48-in. handles, body 21% x 14% x in., 
$45 per doz.; 60-in. handles, body 28 x 19% 
x 15% in., $60 per doz.; 60-in. handles, 
body 28 x 21% x 19 in., $66.50 per doz.; 
63-in. handles, body 29% x 25 x 21% in., 
$73 per doz.; 72-in. handles, body 41% x 
26 x 21 in., 9120 per doz. 

Laborers’ Canal Barrows.—Half bolted 
wood wheel, $36 per doz.; iron wheel, $40 
per doz.; full bolted iron wheel, $44 per doz. 

Ice Tongs.—These articles are in fair 
demand but as is the case with practi- 
cally all goods at the present time they 
are very hard to get. 

Wrought steel tongs, tool steel points, ja- 
panned black, 10-in., $17 per doz.; 11l-in., 
$18; 14-in., $23; 17-in., 27; 20-in., $32; 
24-in., $37. Solid steel ice tongs, swell han- 
dies, drop forged hardened points, japanned 
red, 1l-in., $32 per doz.; 15-in., $35; 17-in., 


barrows 
12% 


$40; 24-in., $45, with new discount of 25 
and 5 per cent. 
Ice Cream’ Freezers.—Ice cream 


freezers are in excellent demand job- 
bers report but it is impossible for 
them to get enough to supply the local 
dealers. 


Full dasher with 


2-qt., $4.60 
$17.10; 


and tubs, 

l-qt., $4 net; 
6-qt., $8.60; 8-qt., 
12-qt., $16.65. Freezer with Duplex dasher, 
double self-adjusting scraper, 1-qt., $4.85; 
2-qt., $5.65; 4-qt., $8.25; 6-qt., $10.45; 8-qt., 


size cans 
double scrapers, 
net; 4-qt., $6.80; 


$13.50; 12-qt., $21.55 net. All take a dis- 
count of 40 per cent. Vacuum freezer, 


2-qt., $5: 4-qt., $9 net, less one-third each. 

Ice Skates.— We quote herewith 
prices on ice skates prevailing for fu- 
ture orders. Jobbers are advising deal- 
ers to place their orders early for 
skates as a shortage is expected. No 
deliveries, it is said, can be made, how- 
ever, until October. 


Ice skates, runners of cast steel, pol- 
ished, 91.04 per pair; ladies’ style, $1.31. 
Men's hockey skates, cast steel blades, 


nickel plated, $1.40 per pair; ladies’ same, 


Office of HARDWARE AGE, 
Chicago, May 19, 1920. 
‘YHICAGO and the Northwest is at 
A last getting some spring weather, 
with a result that seasonable goods 


are moving very freely. Sales reported 
during the week are the heaviest in 
the history of the hardware business. 
There 


is a general shortage of all 


$1.53 per pair Hardened steel blades, 
nickel plated, $1.88 per pair; girls’ same, 
$2.45 Tempered steel blades, extra pol- 
ished, full nickel piated, all sizes, $2.75 
per pair. 


Lanterns.—The demand for lanterns 
is very good and although there is a 
shortage because of the freight situa- 
tion it is expected by many jobbers 
that there will be some material im- 
provement before very long. 

Dietz Hy-lo lanterns, $8.25 per doz. 
Monarch lanterns, $8.50; Blizzard lan- 
terns, $13.00; Eureka Driving lantern, 
$17.25; Blizzard Mill lanterns, $31.00. 

Linseed Oil—Most buyers are con- 
fining themselves to spot purchases 
and futures are receiving only casual 
attention. Price firmness is expected 
to be brought about by the lack of re- 
serve stocks outside of New York and 
the high price being asked for domestic 
seed flax. Raw linseed oil in barrels 
is $1.78 per gal. Boiled oil is $1.80 and 
oil in half barrels is 5 cents extra. 

Nails.—Some jobbers say that they 
expect shipments during the coming 
week but that practically all of the 
nails received will be alloted on back 
orders. Little material improvement 
seems to be expected. 


Current prices prevailing in this section 
vary considerably. For wire nails the 
prices range from $4.25 to $8 base per 
keg. For cut nails (which are almost off 
the local market entirely) prices range 


from $7.75 to $9.50 base per keg. It should 
be further noted that only small lots are 
obtainable anywhere in this section 

Wire brads and nails in 1-lb. papers are 
quoted by local jobbers at two-thirds off. 
Quarter-pound papers take a discount of 
10 per cent. Set screws, iron, 50, 10, 5 per 
cent off. Cap screws, 50 and 10 per cent 
off. Galvanized nails, 25-lb. boxes, 4D, 
$8.65; 6D, $8.55; 8D, $8.45; 10D, $8.40; 20D, 
$8.35. Galvanized roofing nails, 1 x 12, 
$10. Plain roofing nails, 1 x 12, $7.20. 

Naval Stores.—It is still almost im- 
possible to get any rosin or turpentine 
from the steamers bringing it up from 
the South because of the dock work- 
ers’ strike. Many local merchants have 
hundreds of thousands of dollars’ 
worth paid for which they cannot get. 
Violence and even murder, it is alleged, 
has been threatened the drivers of 
trucks if they handle any goods. Small 
consumers are being faced with the 
possibility of still higher prices if the 
tie-up continues. 

Turpentine is being quoted $2.45 to 
$2.75 per gal. Rosin on a basis of 280 
Ibs. per barrel is being offered nom- 
inally. A B C common strained $20. 
D grade $20.20; F $20.40; G $20.50 and 
Best W W $24.50. 

Rope.—The opinion still exists in 
rope circles that the price of Manila 
rope will advance before long anywhere 
between 3 to 5 cents. The reason for 


CHICAGO 


kinds of merchandise and the situation 
is becoming very acute. Congestion 
of freight in the main railroad centers 
is beyond description. It is estimated 
conservatively that there was last 
week over hundred thousand 
freight cars within the city limits of 
Chicago, standing on _ sidings and 
switch tracks that could not be moved 


one 
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this as stated last week is -attributed 
to the fact that most of the larger 
factories are now beginning to use the 
Manila hemp fiber that could only be 
obtained several months ago at sellers’ 
prices in the Phillipines. The local 
rope market is very badly tied up by 


the rail situation. 

Jute rope No ] 174 to 18 jute 
rope, No 2, 16% to Lie twine 
wrappings, best grade 4 to India 
hemp twine, No. 4% and 6 in., 24%c. to 
27 Manila rope, grade 25 to 
28 toe hardware grade 5 to 26% 
bolt rope ae to 34% Sisal rope, pure, 
% in 19 to 2244c.; lath yarn, first grade, 
19c. to 22% second grade, l7c. to 19% 

Roofing and Building Paper.—De- 


mands are improving, jobbers say, and 
the difficulty of getting goods is cor- 
respondingly increasing. Local prices 
are varied in range. 


Tar paper, 1 ply, $2.10 to $3.45 per roll 
2 ply, $1.60 to $2.85 per roll; 3 ply, $2 to 
$3.35 per roll Rubber roofing paper, 1 ply, 
$1.95 to $3.15 per roll; 2 ply, $2.45 to $3.75 


per roll; 3 ply, $2 
Lawn Sprinklers.—Interest is fairly 
good in this line with prices firm. 


Gold 


95 to $4.40 per roll. 


lacquered, tin shop, 4% in. diam- 





eter, $1.40 per doz Sheet brass ring sprin- 
kler, 8 in. diameter, $7.50 per doz.; sprin- 
kler with 3 brass arms, 5 in. high, brass 
head, $14 per doz.; 3 brass arms, 12 in 
high, brass head, $16 per doz 3 brass 
arms, 24 in. high, brass head, $23 per doz 

Sprayers.—Jobbers report activity 


and interest in this line with a much 
reduced stock on hand. 

One-pint sprayer, tin tank, $3.60 per doz 
l-qt. sprayer, tin tank, $4.75 per doz 
tin sprayer with brass tank, $11 per 

Screws.—There seems to be a good 
deal of scarcity in this line in many 
places, and local jobbers report that 
their screw business is highly satis- 
factory, although there is some diffi- 
culty in obtaining adequate supplies. 

Flat-head bright ws, 70 and 15 per 
cent discount; flat-head galvanized screws 
55 and 15 per cent; round-head blued, 674 
and 15 per cent; round-head nickel-plated, 


l-qt 
doz 


scre 











5742 and 15 per cent. Lag screws, 20 per 
cent Jack screws, 15 per cent Iron ma 
chine screws, 60 per cent Brass machine 
screws, 50 per cent. Screw anchors a 
per cent; lag screw shields, 33% and 
per cent iron set screws, 40 and 5 per 
cent I agon head cap screws, 40 pe 
cent Bench screws, plus 40 per cent 
Watér Pots.—New prices became 


effective on this line during the past 
week. 

Galvanized iron watering pots with 
zine roses, 6-qt., $10.70; 8-qt., $12.55; 
10-qt., $14.55; 12-yt., $16.50. 

Wire Goods.—The demand still con- 
tinues for wire goods of all kinds as 
insistently as ever and the shortage is 
very acute and can only be relieved, 
jobbers say, by the factories catching 
up on production. This cannot be ex- 
pected, in the opinion of many, for 
probably another six months to a year. 


or switched or unloaded, due to the !ack 
of labor. This congestion in the rail- 
road centers represents a serious tie- 
up, not only of merchandise, but of 
large sums of commercial credit. 
There are very few price changes 
reported during the week on general 
lines, with the exception of builders’ 
hardware. Prices on builders’ hard- 
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ware, especially steel and iron shelf 
goods, advanced from 10 to 25 per cent. 
The Reading Hardware Company, 
Reading, Pa., withdrew all prices on 
the 15th and are accepting orders on 
staple items, such as mortise locksets, 
rim locksets, pottery knobs, etc., at 
prices ruling at date of shipment. 
They have issued prices on the bal- 
ance of their line. 

Bommer Brothers of Brooklyn with- 
drew all prices on spring hinges on 
the 15th of May and are issuing a new 
discount sheet. 

Lead products are very weak. There 
was a decline in pig lead of %c. per 
pound, which affects the price of lead 
pipe, sheet lead, etc. 

Price on ice skates for 1920 have 
been issued by local jobbers, which 
shows an advance of from 25 to 40 per 
cent over last year’s prices. Prices on 
roller skates have not been issued, as 
the jobbers have none in stock. It is 
understood that one jobber did receive 
a small shipment and disposed of the 
skates at $2.80 per pair. 

Baseball goods are very scarce and 
the demand is very heavy. 

Cast iron water conductor pipe ad- 
vanced 17'4 per cent. 

Manufacturers of black blasting 
powder have notified the jobber of an 
advance of 15c. per keg, to be effiective 
June 1st. This will bring the price up 
to $2.50 per keg 


Calender tacks are very scarce and 
the factories have notified the jobbers 
that they are not in a position to take 
care of any more business on this item, 
therefore the jobber has withdrawn 
from the market. 

Merchants as yet have not felt the 
money stringency, as from all reports 
cash sales and collections are excel- 
lent. 

Automobile Accessories.—The warm 
weather the last few days has brought 
in use a great many cars, with nat- 
ural results that automobile accessories 
are in greater demand than ever. Both 
jobbers and retailers report excellent 
business. Salesmen taking orders for 
Weed and Rid-O-Skid chains have been 
instructed by the jobber to confine their 
sales to stock sizes only, as they are 
obliged to cancel orders for special 
sizes, owing to the fact that they can- 
not obtain merchandise from the man- 
ufacturers. Spark plug manufacturers 
are working to capacity and report a 
very large volume of orders is being 
booked. There has been no change in 
prices since last reported. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Two-cylinder foot pumps, $1.25 
each; Simplex Jack No. 36, $2.10 each; 
Stewart Hand Horn, $3 each; Howe Spot 
Lights, $3.65 each; Weed chains, 30 x 3%. 
$2.65 per pair; Inner tubes, red, 30 x 3%, 
5 i 2.25 each; Lyon’ s bum- 


We quote from jobbers’ stocks, f.o.b 
Chicago: Hercules Giant, lots of 1 to 50, 
f5e. each; lots of 50 to 100, 62%4c. each; 
lots of 100 and upward, 60c. each. Her- 
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cules Junior, lots of 1 to 50, 40¢. each; 
lots of 50 to 100, 3744c. each; lots of 100 
to 500, 35c. each; lots of 500 to 1000, 
33%c. each; lots of 1000 and upward, 3le 
each. Hel-Fi standard plugs, lots of | to 
100, 55c. each; lots of 100 to 250, 52c. each 
lots of 250 to 500, 50c. each; lots of. 500 to 
1000, 47c. each; lots of 1000 and upward, 
45c. each. Hel-Fi Tractor Special, lots of 1 
to 100, $1 each; lots of 100 to 250, 95« 
each; lots of 250 to 500, 90c. each; lots of 
500 to 1000, 87%c. each; lots of 1000 and 
upward, 85c. each. A. C, Titan plugs, 63c. 
each; A. C. Cico plugs, 48c. each; Cham- 
pion X 59c. each; Champion O, 62c. each 
Champion Heavy Duty, 73c. each; Splitdorf 
plugs, 62%4c. each; United plugs, Junior, 
small lots, 40c. each; lots of 100 or ove 
37%c. each; United Giant Heavy Duty 
small lots, 60c. each; lots of 100 or ove: 
57%4c. each. 

Axes.—The demand for axes is ex- 
cellent, but jobbers report that their 
stocks are very low. They have, how 
ever, some in transit. Orders for fu- 
ture delivery are being booked in 
greater volume than ever. There has 
been no change in price since last re- 
ported. 

We quote from jobbers’ stocks, f.o.b 
Chicago: First quality single bitted axes 
3-Ib. to 4-lb., $16.50 per doz. base; double 
bitted, $22.50 per doz. base 

Alarm Clocks. — The famine of 
alarm clocks is just as acute as ever 
and deliveries from the manufacturers 
are inadequate to meet the present de- 
mands. Jobbers are out of stock of 
the best sellers and can get no encour- 
agement as to when they will be sup- 
plied. The demand if anything is 
heavier than ever. 

We quote from jobbers’ stocks, 
Chicago: The American alarm clock, doze! 
lots, $13.84 per doz.; Sleepmeter alarn 


ft.o.) 





BARS—CROW— 
Steel Crowbars, 10 to 40 ib., 
84 @9K6 
Pinch Bars, 10 to 40 Ib, 
8BY4@9K%¢ 
BELTING—LEATHE R— 
from No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 02...35% 


Belting, Heavy, 16 oz...... 40% 
Belting, Medium, 14% oz..40% 
Belting, Light, 13 oz..... 50% 


Second Quality, Sides....55% 
Second Quality, Shoulders. .60% 
Cut ar Lacing, Strictly 

4 


No. 

Leather ees Sides, per sq. 
ft. Raw Hide, No. 1 in 
sides 17 sq. ft. ‘and over. ..47¢ 
Under 17 sq. ft 45¢ 

Rubber— 

Tompetition (Low Grade) 50&10% 


ee, MTT CEES C. 40&10% 

POT ere re 35% 

BLOCKS—Tackle— 

Common wooden ......... 15% 

PRONE a iv00 0680050640280 15% 
Bolts— 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
H% «x 6, and smaller. .40&10% 
Common Carriage (rolled thread) : 
¥% x 6, and smaller....10&59% 
Larger or longert........ 5% 
Phila. Eagle, $3.00 list....60% 
Bolt Ends, H. P. Nuts 40% 
Machine (cut thread): 
WH « 4 and smaliler...... 50% 
Larger or longer........ 40% 
CHAIN—Proof Coil— 
American Coil; Straight Link: 
4 $18.00; %, $15.00; e738. 
612.50: ° 1 2: ith 16, 
10.50; %, $10.25; hot 
%, ‘30.50; %. $0 26 1 Ay 
$9.00 
DRESSING—Belt— 
Liquid im gal. cans gal..$3.00 
DRILL AND DRILL 
sTOCKS— 


Deied, Dit Sian, 0.00004 45% 
Twist, Taper and Straight 
Shenk 


Mill and Hardware Supplies—-May 


Wire Gauge Jobbers’ and R. S. 
ee ME Y% 
Brace Drills for Wood..... 45% 
EMER Y—Tarkish— 
Out of market at present time. 
CPR, Tiiva6s2 sc t6sc00s 10¢ 


HAMMERS AND 


SLEDGES— 
Pie Bees ccdresasenevosee 50% 
a ee 50% 
OILERS— 


Steel, Oopper Plated. . .50-10-5% 
Chace, Brass and Copper.. 10% 


Railroad, coppered........é 33% Ve 
Chace, Zinc Plated......... 25% 
Railroad, PE seveavase 20&5% 
PICKS AND unm 4 
Berens wn ciccnsvcvessnves 
Contractors’ Picks....... isn 
ROPE— 


Eastern Retail Trade. Per |b. 
Manila, % in diam. and larger: 


Highest Grade ........ 31K¢ 

Sacen! GHOGe  vccvcvsvscs 29¢ 
Hardware Grade ........ 25u¢ 
Sisal, % in. diam. and larger: 

Highest Grade ..ccccccces ane 


Sere TGs 6060200040 20¢ 
Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First quality, 23%4¢; nmee 
¢ 


WEY. s02200006 00008 
Sisal, Taved. Medium Lath 
arns 
Pe GED ickd0ser sha 23¢ 
Seeved CE OL 20¢ 


Cotton Rope: 
Best 5/16-in. and larger, 
49 @50¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
larger 45@46¢ 
Jute: 
No. 1 Y%-m. and up..... 19¢ 
No. 2, %-in. and up....17'4%e 


SAWS AND FRAMES— 
Hack— 


Saws, 6 to 14 in. inc...... 35% 
Saws, Machine Blades, 
Se Oe OR iv ccvnenes 10&10% 
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Saw Frames— 
Iron, adj., per doz....... $4.00 
Steel, ad., 8 to 12 in., per doz., 


$ 
Steel adj., steel hdle., per — 
Adj. Pistol-Grip, per doz $18.7 


SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point..... 20&5% 


Jack Screws— 
CRORES DOE» oss 656 665.060 15% 


Machine— 


Cut Thread Iron, 
Flat Head or Round Head, 
60&10% 
Fillister or Oval Round Head, 
50&10% 
Fillister or Oval Head .40&10% 
—— Thread Iron, F. H. ~. 
Fillister or Oval Head. 190% 
Rolled —— Brass: 
F: H. or R 


2 A 50% 
Fillister oo Oval Head...60% 
Set and Cap— 


Flat Head, Iron........ 40&5% 
Set (Steel) met advance over 
WE ck seen iesconank 25% 
Sq. Hd 4 ba vebed ree 0&5 % 
OO Be aa. 
Fillister Head Cap...... 45% 
Wood 
Flat Head, Iron....... 70&15% 
Raound Head, Tron... .674%4&15% 
Flat Head, Brass ..... 60&15% 


Round Head, Brass. .574%4&15% 

Flat Head, Bronze. .55&10&10% 

Round Head, Bronze 
524%4&10&10% 


STOCKS, DIES AND 
TAPS— 
BOM ade Sivaccshixcreexs® 


Hand Taps, % to 1 im.... so 
a es a —- oe 


12 in. Pere. 
M. S. Taper Taps, larger 48% 


W ASHERS—Cast— 
Over Y%-inch, barrel lots, per.. 
100 Jb. $8.00 


[ron and Steel 
Per 100 Ib. 
Size bolt 5/16 #% % 
Washers $13.40 12.50 — 


11.20 11.10 


WRENCHES— 

Agricultural «.cvcccvicves Y&S% 
Alligator or Crocodile..... 50% 
Drop Forged 
Stillson pattern........ 60&5 % 
Genuine alworth Stillson, 


METALS— 


imadlns pig, 99 per cent, 
T0@72 


Lake Inget ..0-scccess 21 to 22¢ 
ee eee 20 to 2le 
Casting .ccccccscccs 19% to 2% 
Spelter and Sheet Zinc— 
Western spelter ...10% to ll4é 
Sheet Zinc, No. 9 base, cast 
14 to 14%¢. 

Lead— 

American pig.Per Ib., 


10% @1l1¢ 

DEE fe xiereeed Per lb., 11@12¢ 
Solder 

y ‘. % guaranteed......... 43¢ 

Rea ee 40¢ 

Refined pehicweteiererces< cee 


Prices of solder indicated by 
private brand vary according to 
composition. 


a magn upon 


Best grade, per lb........-- o0¢ 
Commercial i. yo ee 50¢ 
Antimony— 

Asiatic, ner Ib...... 11% @11%¢ 
Aluminam— 


No. 1 Aluminum (guaranteed ove’ 
998 per cent pure), lex ingots bd 
remelting, per lb....85 to % 
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clocks, $18.36 per doz. net; Ironclad alarm 


clock, $22.29 per doz. net; Big Ben and 
Laby Ben, $28.78 per doz. net. 
Coal Hods.—Very satisfactory or- 


ders for coal hods are being booked 
for future delivery. Manufacturers 
have notified the jobbers that all speci- 
fications should be in as early as pos- 
sible, as it is doubtful if they will be 
able to maintain normal production, 
owing to the scarcity of steel sheets. 


We quote from jobbers’ stocks, f.0.b 
Chicago: Japanned open hods, 17-in., $4.70 
per doz.; 18-in., $5.25 per doz.; japanned 
funnel hods, 17-in., $5.90 per doz.; galv. 
open hods, 17-in., $7.20 per doz.; 18-in., 
$7.85 per doz.; galv. funnel hods, 17-in., 
$8.90 per doz.; 18-in., $9.60 per doz. 


Eaves Trough and Conductor Pipe.— 
Eaves trough and conductor pipe con- 
tinues to be in great demand and man- 
ufacturers are further behind with their 
orders than ever. Local jobbers state 
that they have been able to obtain ship- 
ments in small quantities and that their 
stocks are very low. They, however, 
are maintaining their present prices. 


We quote from jobbers’ stocks, f.0.b 
Chicago: 29-gage lap joint eaves trough, 
»-in., $7.05 per 100 ft.; 29-gage corrugated 
conductor pipe, 3-in., $7.45 per 100 ft 
2%-gage, 3-in. corrugated conductor elbows, 
$2.16 per doz. 

Files.—Sales on files during the last 





week is reported excellent and jobbers 
state that their stocks are getting low. 
They report that they have a great 
many files in transit. 


We quote from jobbers’ stocks. f.0.b 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10 per cent 
discount; Disston, 50 per cent discount; 


Black Diamond, 40-10 per cent discount 

Galvanized Ware.—There has been 
a slight improvement in deliveries of 
galvanized ware and while local job- 
bers continue to ration out their stocks, 
they have increased quantities. They 
are now limiting the orders to 5 dozen 
pails, and 1 dozen tubs to a customer. 
The demand for all kinds of galvanized 
ware is very heavy and stocks in gen- 
eral, both from the jobbers’ and retail- 
ers’ standpoint are very low. All 
orders are subject to price ruling at 
date of shipment. 

Glass.—There has been no change in 
the situation as to window glass. The 
demand if anything is heavier and the 
shortage is more acute. Owing to em- 
bargoes, there has been very little win- 
dow glass shipned into this market dur- 
ing the past month. 


We quote from jobbers’ stocks, f.o.b 
(hicago: Single strength A, all izes, 77 
per cent off; single strength B. first three 
brackets, 77 per cent off all sizes, double 


strength A, 79 per cent off; putty in 100-Ib 


kits, $4.25: glaziers’ points, No. 1. No. 2 
ind No. 8, 1 doz. to package, 65c. per 
package. 

Wood Handles.—The demand for 


wood handles continues to be excellent 
and jobbers state that they are out of 
stock on a great many items and that 
deliveries from the manufacturers con- 
tinue to be very slow. The automo- 
bile industries are using hickory and 
ash in large quantities, with results 
that wood manufacturers are finding it 
very difficult to obtain enough material 
to maintain production. 


We quote from jobbers’ stocks, f.o.b 
Chicago: No. 1 hickory axe handles, $4 
per doz.; No. 2, $3 per doz.; second growth 


hickory axe handles, $6.30 per doz.: extra 
quality hickory axe handles, $5 per doz.;: 
No. 1 hatchet and hammer handles, ‘ec 


per doz.; second growth hickory hatchet 
and hammer handles, $1.60 per doz. 
Lanterns.—Jobbers report that they 
are out of stock on nearly all kinds and 
sizes of lanterns, but that they have 
promises of early shipments from the 
manufacturer. A great many orders 
are being booked for future delivery. 
There has been no change in price since 
last reported. 
We quote from f.o.b 


jobbers’ stocks, 


Chicago: Competition lanterns, No. 0 
tubular, $6.90 per doz.; No. 2 tubular cold 
blast, $9.90 per doz. 

Nuts and Bolts.—The inquiry for 


nuts and bolts in large quantities is 
greater than ever. Jobbers’ stocks are 
reported low and deliveries from the 


mills slow and uncertain. Present 
prices are held firm. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Machine bolts, up to *% x 4 in 
35 off; larger sizes, 25 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 
off; coach or lag screws, gimlet points, 
square head, 40-5 off; hot pressed nuts 
square or hexagon cap, $1 off per 100 |b 
stove bolts, 60-10 off 


Wire Nails.—There are very few if 
any nails available in this market. 
There has been a few shipments re- 
ceived by the jobber in less than car- 
load lots, but they have not been in 
sufficient quantity to relieve the situa- 


tion. The present tie-up in the rail- 
road situation has set back deliveries 
on nails at least two months. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Common wire nails, from $4.10 
to $4.75 per keg base 


Rope.—There has been a slight im- 
provement in deliveries on rope made 
during the past week and jobbers state 
that they have been able to accumulate 


a small surplus. The demand for 
smaller sizes of rope is especially 
heavy. There has been no change in 
price since last reported. 

We quote from jobbers’ stocks, f.0.b 


Chicago: In full coils, manila rope, stand- 


ird brands, No. 1, per lb. base; No 
2. 27%c. per Ib. No. 3, 25 per Ib 
base; sisal rope, full coils, standard brand 
No. 1, 19%e. per Ib No. 2, 17%c. per Ib 
Roofing Paper.—While there has been 
no change in the price of roofing paper, 
tarred felt and red rosin paper have ad- 
vanced. The advance on tarred felt 
is 25c per hnudred, while on the red 
rosin roofing paper, it is $21.45 per ton. 
The demand for all kinds of roofing and 
building paper is very heavy and stocks 


28 4 


base »16¢c 


are below normal. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Certainteed roofing, 1-ply, $2.13 
per sq.; 2-ply, $2.64 per sq.; 3-ply, $3.15 
per sq.: Major roofing, 1-ply, $1.83 per sq 
2-ply, $2.24 per sq.; 3-ply, $2.65 per sq 
Guard roofing, 1-ply, $1.38 per sq.; 2-ply 
$1.74 per sq.; 3-ply, $2.10 per sq.; tarred 
felt, $5.08 per 100 Ib.; red rosin paper 
$111.45 per ton. - 


Steel Sheets.—There are very few if 
any spot sheets available in this mar- 
ket and manufacturers are paying 
premiums for immediate delivery. Job- 
bers continue to place a limit of one 


bundle to a customer. Present prices 
are held very firm. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Galvanized sheets, No. 28, at 
$9.50 per 100 lb.; 28-gage black sheets, $8 
per 100 Ib. 


Stove Board— Orders being booked 
for stove board for future delivery con 
tinue to be in very heavy and dealers 
who have not already placed their 
orders are urged to do at once, as man- 
ufacturers have notified the jobbers that 
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there will be a scarcity later on in the 
season. They are finding it very dif- 


ficult to obtain enough tin plate to 
maintain production. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz 26 x 26, $16.01 
per doz.; 28 x 28, $18.85 per doz.; 30 x 30, 
$21.30 per doz.; 33 x 33, $25.50 per doz.; 
36 x 36, $30.50 per doz 

Screws.—Apparently flat head screws 
are fairly plentiful, but round head 


blued and nickel screws are very scarce 
and hard to obtain. Very satisfactory 
business is reported. 


We quote from jobbers stocks f.o.b 
Chicago: Flat head bright screws, 70-20; 
round head blued, 6714-20; flat head japan 
H21,-20 round head brass 57!.-20; flat 


head brass, 60-20 

Sash Weights.—Sash weights con- 
tinue to be in good demand and even at 
present high prices, sales are reported 
excellent. Jobbers’ 








stocks are very 
low and they are depending on the foun- 
dries to make deliveries from their 
stocks, where quantities are demanded. 

We quote from jobbers’ stocks. f.o.b. 
Chicago: Sash weights in less 
lots, $75 per ton; ton lots, shipm 
from the foundry, subject to « 
per ton. 

Wheelbarrows.—There is a scarcity 
of all kinds of wheelbarrows and de 
liveries from the manufacturers con- 
tinues to be very slow. Jobbers state 


that they are out of stock on the steel 
tray barrow and do not know when they 
will be able to obtain these. Sales on 
garden barrows are excellent and pres- 
ent prices are held firm. 


We quote from jobbers’ stocks, f.o.b 
(hicago: No. 4 tubular barrows, all ste¢ 
$4.25 each; common tray or stave barrow 
x eacl ingle leg garden barrows, $6.50 
each 


Wire Cloth and Poultry Netting.— 
There has been no improvement in the 
situation as to wire cloth and poultry 
netting. Jobbers are out of stock and 
deliveries from the manufacturers slow 
and uncertain. The demand 
to be very heavy. 


continues 


We quote from jobbers’ stocks, f.o.b 
Chicago: Black painted wire cloth. 12-mesh, 
$2.25 per 100 sq. ft poultry netting, gal 
vanized before weaving, 40-10 per cent dis 
count; galvanized after weaving. 40 per 
cent discount 

Game Traps.—Jobbers report that 


their salesmen have booked very satis 
factory orders on game traps for future 
delivery from a great many of the deal- 
ers, but that some ‘merchants are slow 
in placing their orders. Manufacturers 
have notified the jobber that they have 
all the orders booked that they could 
possibly fill this coming season, there- 
fore, the dealer will have to depend on 
the jobbers’ stock for their require 
ments. Sales on game traps this fall 
i: expected to be exceptionally heavy, 
owing to the high price of fur which 


should prove a great attraction to the 
trapper. 

We quote from jobbers’ stocks, f.o0.1 
Chicago: No. 0 Victor traps with chains 
$1.71 per doz without chains, $1.34 per 
doz.: No Victor traps. with chain 
$2.01 per doz.; without chains. $1.52 pe 
doz No. 1%, Victor traps. with chains 
$3.05 per doz.: without chains, $2.44 per 
doz.; No. 0, Oneida Jump traps witl 
chains, $2.37 per doz.; without chains, $1.7 
per doz No. 1 Oneida Jump traps, with 
chains, $2.75 per doz.; without chains, $2.12 
per doz.; No. 1144, Oneida Jump traps, with 
chains, $4.12 per doz.; without chains, $3.25 
per doz.: No. 0 Newhouse traps. with 
chains, $4.75 per doz No. 1 5.62 per 
doz No. 11%, $8.50 per doz 
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CINCINNATI 


Office of HARDWARE AGE, 
CINCINNATI, May 22, 1920. 

ip err qeiane enna viaog-e conditions and 

bad weather have had an adverse ef- 
fect on hardware business during the 
past two weeks. Large bills of goods 
ordered for this spring’s trade, and 
shipped from the factories weeks ago, 
are still in transit, with the result that 
nuw that the demand has come for these 
lines, both jobbers and retailers find 
their stocks in poor shape to meet it. 
This is particularly true of wire fenc- 
ing, as jobbers were never so short of 
this item as they are at present. Lawn 
mowers are also increasingly difficult 
to get, and one jobber has been forced 
to cancel his orders on one factory be- 
cause of the extremely late days of 
shipment. 

Farming implements are in good de- 
mand, and dealers handling these report 
sales as unusually good. Wire nails 
show no improvement, and one jobber 
reports that he could dispose of 5,000 
kegs in one day if he had them. Deal- 
ers handling sporting goods report a 
good volume of business, and this also 
applies to ice cream freezers, refrig- 
erators, and other seasonable goods, 
though the demand for the latter items, 
on account of the continued cold weath- 
er, is not as heavy as it will be later on. 

An advance of approximately 2! per 
cent has been made in steel hardware, 
and a manufacturer who was in the city 
this week stated that he did not antic- 
ipate any reductions in price for a year 
at least, as all factories have contracts 
for raw materials at top prices, and 
until these are used up, there is no 
chance of prices falling. Other ad- 
vances noted are in machine bolts, alu- 
minum percolators, shock absorbers 
and turpentine. The Chicago Spring 
Butt Co. has notified the trade that list 
prices on their goods have been revised, 
and the new list is expected to be in 
jobbers’ hands within a few days. 

Tightness in the money market is 
evidenced by the fact that some dealers 
are not discounting their bills as 
promptly as has been the case for some 
time. 

Axes.—This item is quiet just now. 
New prices carrying an advance of ap- 
proximately $1.00 per dozen have been 
put into effect, and 3% to 4% single 
bitted, handled axes are now quoted at 
$22.75 per dozen. 

Aluminum Ware.—The demand is 
still brisk, deliveries slow. Aluminum 
percolators have been advanced ap- 
proximately 10 per cent during the 
past week, and are now quoted: 


No. 76, $5.25; No. 476, $5.60; No. 479, 
$6.25. 


Automobile Accessories. — The con- 
tinued poor weather for motoring has 
affected the sale of auto accessories to 
some extent, and this, coupled with the 
fact that new cars are not being turned 
out as quickly as usual on account of 
transportation conditions, is expected 


to hold down sales for a couple of 
weeks more, or until better weather and 
transportation conditions arrive. There 
is still a great scarcity of some lines 
of accessories, and prices are holding 
firm. A leading manufacturer of shock 
absorbers has withdrawn his. prices, 
and in the notice to the trade states 
that the new ones, on account of the 
searcity and high price of raw ma- 
terials, will carry an advance not ex- 
ceeding 33 1-3 per cent. 

Barbed Wire.—The demand for 
barbed wire continues heavy, and job- 
bers’ stocks have practically disap- 
peared. Deliveries are poor, due en- 
tirely, according to the mills, to trans- 
portation conditions resulting from the 
switchmen’s strike. 

Jobbers quote: 6-in. 2-pt. cattle wire, 
$4.35 per 80-rod spool; 4-pt. cattle wire, 
$4.65; 2-pt. hog wire, $4.65; 4-pt., $4.95. 

Builders’ Hardware.— Despite the 
fact that most of the strikes in the 
builders’ trades have been settled, 
builders’ hardware has not been affected 
to any great extent. High prices of 
building materials prevents the aver- 
age man from undertaking any con- 
struction. Prices of lumber, as fore- 
casted two weeks ago, have dropped in 
some cases 10 per cent, but other lines 
have not acted in sympathy. Ship- 
ments from factories have not improved 
to any great extent, and jobbers’ stocks 
are still badly broken. 

Freezers.—The continued cold weath- 
er has affected the sale of ice cream 
freezers to some extent, but retailers 
report sales as very good under the cir- 
cumstances. Jobbers report that it is 
almost impossible to secure freezers in 
time for this year’s trade. 

Files—The demand for files con- 
tinues fair, despite the fact that a strike 
of machinists is on. Stocks are in good 
shape. 

Glass.—No improvement is noted in- 
sofar as the factories are concerned, 
and the transportation situation is af- 
fecting shipments to a serious extent. 
Stocks are at the lowest point in the 
history of the trade and no improve- 
ment is looked for until the railroad 
situation is cleared up and stocks in 
transit enabled to reach their destina- 
tion. Even at that jobbers report that 
there will be a great shortage of glass 
in this country for at least three years 
to come. Prices are the same as rul- 
ing last week. Single strength A be- 
ing quoted at 77 per cent off, and double 
strength A at 79 per cent off. Com- 
mercial putty is quoted in 100-lb. kits 
at 5c. 

Galvanized Ware.—No further price 
advances are noted. The demand is 
fair, but stocks are in poor shape, gen- 
erally speaking, as manufacturers are 
having difficulty in securing sheets from 
mills. 

Jobbers quote: 10-qt. pails, $4.45 doz.; 
12-qt., $4.90; 14-qt., $5.45; 16-qt., $6.65; 
galvanized tubs, No. 0, $10.28 doz.; No. 1, 
$12.60; No. 2. $14.25; No. 3, $16.60. 

Garden Tools.—All steel hardware 
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has been advanced approximately 2% 
per cent. Tools for Fall work are in 
good demand. Shovels and scoops are 
reported to be particularly scarce. 

wawn Mowers.—Jobbers are experi- 
encing difficulty in placing orders for 
this year’s supplies, and deliveries on 
those placed are far behind. Retailers 
report sales fair, and anticipate a big 
demand later on when the season gets 
a little further advanced. 

Machine Bolts, Nuts and Screws.— 
Further advances have been made in 
smaller sized machine bolts, carriage 
bolts, and in lag screws. There is a big 
demand for machine and carriage bolts, 
and shipments are coming in slowly. 
One jobber reports that he has received 
this week two ‘carloads of bolts, the 
first in many weeks, but such is the 
demand for them that he does not ex- 
pect to have enough to fill his orders. 


Jobbers quote: Machine bolts, both large 
and small, 15 and 5 off; carriage bolts, all 
sizes, 10 and 5 off; stove bolts 50, 10 and 
10 off; semi-finished nuts 9/16 and smaller, 
45 and 10 off; larger sizes 35 and 10 ofi; 
lag screws, 30 and 10 off; wood screws, 
72% and 10 off. 


Paints and Oils.—Retailers report a 
heavy business in paints and oil. This 
is accounted for no doubt by the fact 
that during the past few years very 
little of this kind of work was done, 
and property owners are being im- 
pressed through national advertising 
campaigns, of the necessity for “sav- 
ing the surface.” 


Linseed oil is quoted at $1.98 in barrel 
lots; $2.13 for 1 to 9 gal.; turpentine, 


single barrels, $2.25 per gal.; 1 to 9 gal- 
lon lots, $2.40. White and red lead in 100- 
300-lb. kegs, 154%c. per Ilb.; 12%-lb. kegs, 
l6c. 


Rivets.—There is a heavy demand 
for rivets of all sizes, and jobbers’ 
stocks, in the absence of shipments, are 
rapidly dwindling. Prices remain the 
same as last quoted, 30 and 5 off list. 

Roofing Paper. — Improvement is 
noted in the deliveries of roofing paper, 
though the scarcity of red rosin roof- 
ing paper still continues. 

Sash Cord and Sash Weights.—Both 
items remain quiet, though a scarcity 
of sash cord is reported. No. 7 braided 
sash cord is now quoted at 90c per |b. 
and sash weights at $4.25 per 100 lbs. 

Wire Cloth and Poultry Netting.— 
No change can be reported in these 
items, as no shipments are being re- 
ccived. Stocks are almost gone from 
the jobbers’ hands, and the demand is 
insistent. No relief is in sight until 
transportation conditions improve. 

Wire Nails.—It is reported that ship- 
ments are improving to some extent, 
but not in such volume as to satisfy 
the demand. One mill is reported to 
have 30 carloads of nails on their sid- 
ings destined for Cincinnati territory, 
but unable to move them on account 
of the switchmen’s strike. Whenever 
a carload is received it is apportioned 
out among the retailers according to 
their needs, and one considers them- 
selves fortunate when they are able to 
secure four kegs at a time. Prices are 
about the same as last week, the usual 
quotation on wire nails running from 
$4.50 to $6.75 per keg base. 
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Office of HARDWARE AGE, 
Pittsburgh, May 22, 1920. 

ke REIGHT shipping conditions in the 

Pittsburgh and nearby districts in 
the past week or ten days have picked 
up a good deal, and it is believed will 
steadily improved right along. In fact, 
it seems quite evident that the back- 
bone of the switchmen’s strike, which 
is now more than a month old, has been 
pretty well fractured. This is_ evi- 
denced by the fact that many of the 
older men who went out on strike, some 
much against their better judgment, 
are steadily returning to work, while 
the green men that are being broken 
in are reported as doing very well, 
everything considered, and will soon be 
as expert in doing their work as the 
old men were. The Railroad Labor 
Board, appointed a long time ago by 
President Wilson, seems to have finally 
come to life, and has expressed itself 
as being favorable to giving the men 
an advance in wages, but they must 
first return to work before this can be 
done. Three or four hardware jobbers 
in this city say they received more 
goods by freight and express in the 
past week than in nearly a month be- 
fore. Some of these goods have been 
on the road for two or three months, 
and their receipt will help out to some 
extent the acute shortage that exists 
in all kinds of goods carried by hard- 
ware stores. Semiofficial figures 
given the correspondent of HARDWARE 
AGE by the freight traffic manager of 
a leading steel company showed that 
on May 20, there were very close to 
1,300,000 tons of finished iron and steel 
products of all kinds piled in ware- 
houses and in railroad yards in the 
Pittsburgh district alone. In the en- 
tire country there is said to be 2,000,- 
000 tons or more of manufactured steel 
products, either loaded on cars or ready 
to be loaded for shipment to consum- 
ers. 

While it seems certain that the rail- 
road strike will wear itself out before 
long, yet its effects will remain for 
two or three months, as it will take 
fully that much time to get shipping 
under normal conditions again. The rail- 
roads are very short of cars, especially 
empties, and this will aggravate mat- 
ters in getting shipping conditions 
fixed up again. Very few new orders 
are being placed for cars, and the car 
builders say that with the great short- 
age in plates and other steel used in 
building cars, also in labor, it will take 
six months or longer to turn out 100,- 
000 cars. There is also a shortage in 
supply of fuels, notably in coal or in 
coke, and this will all tend to restrict 
production of pig iron, and in turn, 
semi-finished steel and finished steel 
products. Very little new business has 
gone on the books of the steel mills 
since the railroad strike started, as 
the mills were so badly tied up on ship- 
ments that they were not anxious to 
take on more obligations. There have 


not been any notable advances in prices 


during the railroad tie-up, this being 
unusual during a strike period. 

Prices on plain No. 2 foundry iron 
are up about $1.00 per ton, and prices 
of coke about the same. Some lines of 
goods carried by hardware stores have 
been advanced from 10 to 20 per cent, 
but this was more for the purpose of 
deterring jobbers and consumers from 
placing orders than in any real desire 
of the manufacturers to get more 
money for their products. 

Jobbers and retailers of hardware in 
this district continue to report a satis- 
factory volume of business, all condi- 
tions considered. They say the great 
trouble is to get goods promptly, and 
has been for many months. Truck de- 
liveries are being made from manu- 
facturing plants in the Pittsburgh dis- 
trict, the hauls in some cases being 300 
and as far as 400 miles. Very heavy 
shipments of sheets, cold rolled steel 
bars and other steel products have been 
made during the railroad strike by 
Pittsburgh manufacturers to important 
automobile concerns in Detroit, Toledo 
and other places. 

The wet and cold weather so far this 
burgh district for 37c. per gallon, and 
to six weeks, and this has resulted in 
decreased sales of garden tools, such 
as hoes, lawn-mowers, spades and oth- 
er garden tools. 

Automobile Accessories.—High grade 
gasoline is selling at retail in the Pitts- 
burgh district for 37c. per gallon, and 
this is causing hundreds of owners of 
automobiles to stop and_ consider 
whether they will not have to cut down 
the mileage of their pleasure cars. In- 
cidentally this is also restricting sales 
of accessories, prices on which are 
high, and automobile owners are get- 
ting along without some attachments 
for cars that otherwise they would buy. 
However, retailers say they are hav- 
ing a fairly satisfactory trade in ac- 
cessories, especially in tires, many car 
owners anticipating their tire needs, as 
there is every indication that prices 
on the standard makes of tires will be 
higher in the near future. 


Bolts, Nuts and Rivets.—One effect 
of the railroad strike will readily be 
seen when we state that a leading mak- 
er on nuts and bolts in this district re- 
ports that in over a month he has not 
shipped out a full carload of nuts and 
bolts, nor has this particular maker 
received a carload of steel bars, which 
is his raw material. 

Some deliveries of steel bars are be- 
ing made by truck, but practically no 
carload shipments are going out. As 
yet there has been no general advance 
in prices of nuts and bolts, but one is 
lcoked for in the very near future. 
Two local makers say they are not 
quoting regular prices, but are accept- 
ing orders from regular customers 
only, and at their prices in effect at 
the time shipment is made. 

Discounts in carloads and larger lots 
to jobbers, being named by makers that 
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are still quoting to regular customers 
only, are about as follows: 
$4.50 


Large structural and ship rivets, 
small 


base; large boiler rivets, $4.60 base; 
rivets, 50 per cent off list. 


Small machine bolts, rolled threads, 40, 
10 and 5 per cent off list; same sizes in cut 
threads, 40 and 5 per cent off list; longer 


and larger sizes of machine bolts, 30 and 
10 per cent off list. 

Carriage bolts, % in. x 6 in.: 
and shorter, rolled threads, 40 and 5 per 
cent off list; cut threads, 30 and 10 per 
cent off list: longer and larger sizes, 30 
per cent off list. Lag bolts, 50 per cent 
off list. Plow bolts, Nos. 1, 2 and 3 head 
10 per cent off list; other style heads, 20 
per cent extra. 

Machine bolts, ¢.p.c. and t. 
x 4 in.: Smaller and shorter, 35 per 
oft list; longer and larger sizes, 25 per cent 
off list; hot pressed and cold pressed sq 
hex. blank nuts, 2c. off list 

Semi-finished hex. nuts, U. S. S. and 8. 

E.: 5 in. and larger, 60 and 5 per cent 
off list; 9/16 in. and smaller, 70 and 5 per 
cent off list; 9/16 in. and smaller, A. L 
A. M. or 8S. A. E., 70, 10 cent 
off list. 

Stove 


Smaller 


nuts, %& in 
cent 


and 5 per 


bolts in packages, 70 and 10 per 
cent off list; stove bolts in bulk, 70, 10 and 
24 per cent off list; tire bolts, 55 and 10 
per cent off list; track bolts, €¢. base 

One cent per Ib. extra for ss than 
kegs Rivets in 100-lb. kegs, 25c. extra 

All prices carry standard extras f.o.b 
Pittsburgh. 

Builders’ Hardware.—The long rail- 
road strike and other labor troubles in 
this district, together with high cost of 
materials and labor, have pretty well 
tied up building operations in the 
Pittsburgh district, and very little lo- 
cal new building is going on at the 
present time. Carpenters, plumbers 
and bricklayers are receiving $1.25 per 
hr. in the Pittsburgh district, or at the 
rate of $10.00 per day, and it is said 
they do not do more than half-a-day’s 
real work, but are constantly loafing on 
the job. There is no incentive what- 
ever for capital to invest in building 
projects, especially when so many high 
rate of interest securities are being 
offered in the open market. 

Prices on nearly all kinds of builders’ 
hardware are from 25 to 50 per cent 
higher than at this time last year, and 
in addition, it is almost impossible to 
get delivery 


Chain.—Nearly 


less 200 


reasonable 
all leading chain 
manufacturers have announced an ad- 
vance in prices of trace, halter and coil 
chain of about 10 per cent, effective 
from May 10. Higher costs of steel and 
labor are given by the manufacturers as 
their reasons for advancing their prices. 


Electric Ranges.—Two or three lead- 
ing makers of electric ranges and also 
toasters have advanced prices, but 
there is a very great shortage in sup- 
ply of these goods. The Westinghouse 
Electric & Mfg. Co. has been unable 
for some months to come anywhere 
near meeting the demand for electric 
toasters and other electric goods which 
this concern makes. 


Freezers.—The cold wet weather so 
far this spring has restricted, very 
much, the new demand for ice-cream 


freezers, which jobbers and retailers 
report is much lighter this year than 
usual. Prices have not advanced re- 
cently, but are considerably higher 
than at this time last year. 


] 


We. quote from local jobbers’ stocks: 
White Mountain freezers, each 1-«t., 
$2.90; 2-qt., $3.20; 3-qt.. $4.05; 4-qt., $4.95; 


t-qt.. $6.25: S-qt., $8.10. 
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Iron and Steel Bars.—The railroad 
strike has cut down very materially 


the output of both iron and steel bars, 
and all the mills are very much back 
in delivery. On steel bars, three or 
four local makers say they are sold up 
for this year on all they can make, and 
have thousands of tons piled in ware- 
houses or loaded on cars which they 
cannot ship out on account of the 
strike. The new demand is not quite 
so urgent, but the mills are not anxious 
to take on more orders until the heavy 
stocks they have hand have been 
moved out to some extent. 


Prices in carloads and 
about as follows Steel 
billets at 2.356 this being 
Carnegie for very 
ery, likely not before first quarter of next 
Other mills rolling steel bar from 
quote from gc. to 4 it mill, prices 
depending entirely on the buyer and _= the 
delivery wanted The demand for concrete 
reinforcing steel bars is fairly active 
we quote these, when rolled from billets, at 
1.25c., and from old steel rail it 
shout 3.50 at mill We quote common 
iron bars at 4.25¢. to 4.506 ind refined 
irom bat 450 to of Im Carload I 
mill, Pittsburgh 


Sheets.—-The gradual wearing out of 
the railroad strike and the fact that 
some sheet mills are now able to make 
carload shipments, 
heavier 


on 


larger lot a“ 
bars rolled from 
the price of the 
indefinite deliv 


Steel Co 


year 


billets 


and 


1 to 


has resulted in a 


rate of operation among most 


of the sheet mills than at any time 
since the strike started. Last week 
the American Sheet and Tin Plate Co. 


was operating at about 80 per cent of 
its normal capacity, in sheets, but re- 
ports shipments as very unsatisfactory. 
This concern has, at 
80,000 tons of sheets and tin plate piled 


present, close to 


in its yards and warehouses, awaiting 
cars for shipment. The independent 
sheet mills are reported as operating 


at about 60 to 70 per cent of capacity, 
but all the mills are back some months 
in delivery, and some mills have their 
entire output sold out for the remain- 
der of this year. Prices to large job- 
bers in carload or larger lots, for in- 
definite delivery, are as follows: 

We 


quote No. 28 gage box annealed one 


pass black sheets at 4.35¢. to 6.50¢ No. 28 
galvanized, 5.70c. to 8.506 ind No 9 an 
10 blue annealed at 3.550e. to 6« the lower 
prices named being the March 21 schedules 
which are still named by the leading inte 
est, while the higher price represent a fair 
range of quotation b the independent 
mill 

Shovels.—Owing to the higher costs 


of wood and labor, three or four mak 
ers of wood and snow shovels have ad- 
vanced prices from 15 to 20 per cent. 
Several makers of steel shovels refuse 
to accept orders at definite prices, but 
will take orders only from regular cus- 
in effect 
at the time shipments are made. Stocks 


tomers. at makers’ cost prices 


TWIN 


§ ee increase in total business in this 
locality is attributed by a local bank 
review to the increase in prices over 
those of last year and not to the ton- 
nage distributed. In other words, :pur- 
chases are lighter per capita and the 
increased totals are in most cases due 


of shovels and spades are very badly 
broken, as output has been greatly re- 
stricted by the shortage in supply of 
steel and labor, and also by the railroad 
strike. 

Tin Plate.—Nearly all the leading 
can makers, the American Can Co. and 
Continental Can Co. being the largest, 
have contracted for their supply of tin 
plate for cans and other food contain- 
ers for this year, but delivery by the 
mills is very slow, owing to the rail- 
strike. The American Sheet and 
Tin Plate Co. is operating at present to 
not over 50 per cent of its normal ca 
pacity, some independent mills are run- 
ning nearly full but are not shipping 
very much, while others are running 
half or less. There is bound to be a very 
great shortage in the supply of tin plate 
this year, and the pack of fruit and 
vegetable this year will be much lighter 
than usual on this account. The very 
high prices being charged for sugar 
will also have the effect of restricting 
very much the quantity of fruit and 
vegetable that will be preserved this 
year. Most of the leading can makers 
are covered on their supply of tin plate 
at the regular price of $7 per base box, 
but other consumers that do not make 
food containers have paid from $8 to 
$9 per base box. 

We 


road 


now quote tin plate to domestic con 
umers for remainder of the year delivers 
it $7 to $8.50 base box, stock items $9. and 
for export $11 to $12 per base box, all 
fob. Pittsburgh 
Wire Products.—Local makers say 


there is no falling off in new demand 
for wire and wire nails, but there is a 
very acute shortage in the supply, due 
to the railroad strike, and also to the 
shortage in supply of steel. Stocks of 
jobbers and very light, 
and on some sizes of nails, also on cer- 
tain grades of wire, are about de- 
pleted. The American Steel & Wire 
Co. is still adhering to the March 21 
schedule, which is $3.25 base on wire 
nails, and $3 base on bright basic wire. 
Independent mills are qhoting $4 base 
on wire nails, extras as per the new 
card, and one mill is quoting $3.60 on 
cement coated nails, extras as per the 
old card, while two or three indepen- 
dent mills are quoting cement coated 
nails at $3.35, extras as per the new 
cards, on which the extras are about 
25e higher than on the old card. 

We 
being 
Wire 
recently i 


pendent 
st 83. 


retailers are 


quote 
the 


(‘o 


wire nails at $3.25 hase 
price of the \Vmerican 
ind $4 base on 
sued by 
mills We 


thi 
Steel & 
the new card 
five of the inde 
bright basic wire 
this being the the American 
Wire Co ind $ this being the 
most Of the independent mills 


four or 
quote 
rice of 
Steel & 3.50 
1 f 


price of 


CITIES 


o higher prices. This is equally true 
n both wholesale and retail business, 
s jobbers find their tonnage in many 
cases lighter than a year ago. The 


scarcity of nails has gone a long way 
toward reducing volume, and affects not 
only nails but the long line of goods 
used in building construction and fin- 
ishing. 


The buying public still demands 
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on the average the higher grades of 
goods, and the cheaper grades are the 
poor sellers in this market. People are 
simply more conservative in their pur- 
chases as to quantity and frequency, 
and continue to choose the better qual 
ities. 

Collections have shown a tendency to 
lower their previous high record, 
which the reason is given that the 1 
cent heavy income and personal tax 
payments, and the cleaning up of 
unusually heavy charge accounts in 
dent to the holiday trade, all of which 
has been met in the past month or two 
General business conditions are good 
here in nearly all lines. 

The slackening in work and sales pre 
dicted to follow the beginning of strikes 
here has not materialized to any great 
extent. Retail houses seem busy as 
ever, and jobbers cannot begin to fill 
the orders that are constantly pouring 
in. Part of the local switchmen went 
on strike about a week ago, 
the plumbers, and cabinet makers are 
out also, but the process of buying does 


the 


some of 


not seem to be much the worse off so 
far. Building construction is still go 
ing on with apparently no diminution, 


except for lack of materials. The tight 
ening of the banks on interest rates in 
keeping with the national program in 
this line has dissuaded a proportion of 
the ones planning to build to abandon 
their plans for a time at least. Also 
the tremendous amounts of grains in 
the hands of the farmers yet is delay 
ing the circulation of money to a great 
extent. Again we have to thank 
condition of our railroads for this re 
sult, a condition however which is 
fault of theirs. 

Factories, despite the serious handi 
caps of car shortage and _ insufficient 
help are beginning to make some head 
way on their accumulated orders, and 
old specifications are receiving some 
attention. Woe to the unwary one who 
has pyramided orders and has not kept 
his records clear and cancelled unfilled 
orders at stated intervals. 

Prices have held very steady the past 
few weeks, bearing out the theory that 
the top of the market, generally speak 
ing, has been reached. It is argued, 
however, that no changes have 
made because of the inability to ship 
or promise shipment. 


tne 


no 


been 


Axes.—The market is holding steady 
as last quoted, with sales at about the 
same level as for the past several! 
weeks. Very little new goods are being 
received, 

We quote 
Single bit 
doz. double 
per doz 
per doz 
doz 


Automobile Supplies.—Even with th 
backward spring, the call for goods of 


from local jobbers’ stoct 
weights, axes, $16.50 
bit, base weights, axes, $2! 
Sager single bit. handled $2 
Hiawatha boys, handled, $14 pet 


this description are moving with a 
fairly satisfactory volume. One tir 
repair man stated that the weather 
kept too many of his customers at 


home on Sundays, and that his business 
suffered accordingly. That is the same 
thing that happens to the accessory 
end of the game, only not to so great 
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extent, for people do buy things to 

id to their equipment expecting to get 

ill value later, but their tires usually 

until repairs are necessary. 

Builders’ Hardware.—There is a de- 

ease in the call for builders’ hard- 

ire due in part to the fact that sup- 
ies are hard to get and partly to the 
eavy increase in loans in interest, and 

e general feeling that prices are at 
the peak and will perhaps turn down- 
ward to some extent at least. The gen- 
eral movement among banks to tighten 
p on Joans has much to do with it 
also. However, this not mean 
that building is at a standstill as yet, 
for there is a large amount of it being 
cone and more projected. Supplies are 

ming through more freely from the 
factories as the railroads solve their 
problems, helping to relieve things in 
that way. 

Bolts.—Prices still at the old 
quotation with holding up and 
even showing some increase as spring 
work opens up. Stocks are in rather 
poor condition with mill shipments very 
“LOW. 


does 


are 
sales 


We quote fron local jobbers tocks 
ill carriage bolts 20 per cent large 
wriage bolts, 15 per cent mall machine 
bolts, 30 per cent large machine bolt 
per cent stove bolts, 60 per cent; lag 
ews, 40 per cent plow bolts, 25) per 


Milk Cans.—Price shows a. slight 
strengthening with sales gradually in- 
creasing both with dealer and jobber. 





We quote from local jobbers’ stocks 
Rtailroad, 5-gal., 3.75 each railroad, 
gal $4.60 each; railroad, 10-gal $4.90 
each 

Screen Doors and Windows—Prices 


are holding firm at last quotation with 
an inerease in call for this class of 
On account of the walk-out with 
sash and door factories the production 
has practically ceased here. 

We quote from local jobbers’ stocks 
Common 2.5 xX 6.8 screen doors, $29.40 per 
(02% fancy 2.8 x 6.8 screen doors, $44.20 
per doz Sherwood adjustable 24-in. win- 
dow screens, $9 per doz Wabash, exten- 
24-in. window screens, $7.70 per doz 


Eaves Trough, Conductor Pipe and 
Elbows. — With new stocks coming 
through from the factories very slowly 
the natural increase in demand for this 
class of goods is taxing to the limit 
the local stocks. Prices are still as last 
quoted. 


voods. 


Sion, 


We quote from local jobbers’ tocks 
liaves trough, 28-gal., 5-in. lap joint, single 
bead, $9.50 per 100 ft conductor pipe, 25 
uid corrugated 4-in., $9 per 100 ft 
elbows, 3-in. corrugated, $2.16 per doz 


Files.—Files are still quoted as noted 
in last auotation with the demand hold- 
ing at about normal for this season of 
the year. Stocks are somewhat broken 
and some kinds and are hard to 
obtain. 

Freezers.—The call is still light, al- 
though showing some the 
past week or so, especially as from 
dealer to jobber. Prices show no 
change. 


S1Zes 


increase in 


We quote from local jobbers’ stocks 
White Mountain, 4-qt. ice cream freezers 
$4.95 each; White Mountain, %-qt. ice 
cream freezers, $8.10 each. 


Galvanized Ware.—Stocks in this line 
are rather badly broken and new sup- 
plies are very hard to obtain. The call 
shows some increase especially on gal- 


vanized tubs and pails. Prices show 
no change. 

We quote from ocal jobber stocks: 
Standard No. 1 galvanized tubs, $12 per 
doz standard No galvanized tubs, 
$13.50 per doz standard No. 3 galvanized 
tubs, $15.75 per doz heavy No. 1 gal- 
vanized tubs, $20.50 per doz.; heavy No. 2 
galvanized tubs, $22 per doz heavy No. 3 
galvanized tubs, $23.50 per doz standard 
L0-«qt galvanized pails $4.20 per doz 
tandand 12-qt. galvanized pails, $4.60 per 
doz. ; standard 14-qt. galvanized pails, $5.20 
per doz. ; stock 16-qt. galvanized pails, $7.80 
per doz stock Is-yt galvanized pails 
$9.15 per doz 

Glass and Putty.—Stocks of this 


class of goods in this locality are be- 
coming very low and assortments are 
badly broken. The local jobbers in 
this line are doing their best to care 
for their customers but are meeting 
with many difficulties as they are ob- 
taining no new supplies from the 
makers. Plate glass is especially hard 
to obtain and their stocks are practi- 
cally exhausted. They are accepting 
no orders for materia! not in stock at 
present prices, prices ruling at date of 
shipment to be in effect. 


We quote from local jobber tock 
Single strength “A grade glass 76 pet 
cent; double strengtl \ vrade glass is 
per cent Commers putt in bladder 


$5.15 cwt 

The demand for hose has in 
considerably during the past 
few weeks despite the fact that we have 
been experiencing considerable wet 
weather. The protracted dry 
would practically clean out all kinds of 
hose in the hands of both the dealer 
and the jobber. Mill shipments are 
several months behind schedule and it 
is doubtful if of them will be 
able to ship into this market before 
the best part of the season is over. 


pel 
Hose. 
creased 





spell 


some 


We quote from ocal jobbers stock 
Competition, %-in I Lin per ft con 
petition ™%-in y-pl J per ft cotton 
% -in l3c. per ft 

Lawn Mowers.—The demand for 


lawn mowers is showing a good in 
crease with factory shipments far be- 
hind what they should Jobbers’ 
stocks are being heavily drawn on at 
present and dealers are forced to ac- 
cept kinds and styles of mowers other 


be. 


than their usual line in order to have 
something to satisfy the demand of 
their customers Quotations on these 
items have appeared before, which 
show no change. 

We quote from Oca jobbers’ stoch 
Philadelphia, styles C and EK, also style K 
25 per cent; Philadelphia, style A, 20 per 
cent Riverside ball bearing, 16 in., $7.40 
each, net 

Nails.—Nails are still as searce as 


occasional! 
Cities. 


there is an 
the Twin 


ever, although 
car being received in 


While the demand is probably not as 
heavy as it might be if other condi 
tions were all favorable, all, receipts 
along this line are quickly distributed 
to the consumers without apparently 
making any impression on the de- 
mand. Prices show no change. 

Wi quote fron oc jobbers stoch 
Standard wire nat $4.45 per keg base 
coated wire nail $5.50 to $6 per keg base 

Paper.— There is practically no 


change in the paper situation here. 
Rosin papers and deadening felts are 
still exceedingly scarce and_high- 
priced. The demand for _ prepared 
roofings and shingles of the same ma- 


103 
terial has increased wonderfully here 
in the last few days, due to the high 
price of People * are 
finding that this class of goods is really 
superior to the old type of shingle 
and new work, and repair shops show 
a heavy increase in the amount of pre 
pared shingles being used. Prices on 
the general line are still as last quoted: 


cedar shingles. 


We quote from local jobbers’ stock 
Barret’s No. 2 tarred felt, $5.05 per cwt 
Barret’s threaded felt, 500-ft. rolls, $2.49 
per roll Slater’s felt, $1.68 per roll No 
20 red rosin, 97e. per roll; No. 25 red rosit 
$1.20 per rol Ni 0 red rosin, $1.45 pe 
roll 

Rope.—Prices are still holding as 


last quoted, with a good steady demand 
even showing some increase in the past 
week or so. There is no special short 
age of any of this class of material. 





We quote fron local jobber stock 
Columbian manila rope it aT b. base 
Columbian sisa at Zoe. il base 

Sand Paper.—Orders still continue 


to keep sand paper factories busy al 


most night and day without any ap 
parent sign of being able to clean up 
on back orders. Prices are still hold 
ing as last quoted. 

We quote from ocal jobber tocks 
First grade No indpaper, $6 per 

econd grade No l sandpaper $ } 
ream Ciarnet Né ] indpaper 
rewire 

Sash Cord.—The demand for sash 


cord is still very heavy, and factories 


in many cases are several months be- 
hind on orders. It is possible that 
owing to the decrease in the amount 


of building, which will naturally follow 


labor conditions, stocks will be put in 


better condition. Prices show no 
change. 

We quote fror on jobber toch 
Solid cotton sash cord NO ‘ $1.) pet 
i cheape grade sash cord, ss pe 


Sash Weights.—The situation in re 
gard to weights in this 
is practically the same as it has been 
for several months. Nearly all of the 
local foundries have given up entirely 
the manufacture of sash weights, as 
they stdte they can make more money 
with not more or less material on other 


sash market 


kinds of casting work. Jobbers’ quo 
tations are still on the old basis. 

We quote fron local jobber stock 
(‘ast-ilreot isl weight regular iz $4 
per ‘ 


Steel Sheets.—Stocks are still at a 
very low point and local jobbing ware 
houses and jobbers are serving them 
to the best of their ability. Through 
difficulties and 


! 
coal 


the 


transportation 
situation makers are able to make very 
limited shipments only. 

We quote fron ocal jobber t 
blac sheets it $% ‘ nad ¢ \ Ze 
heets at $10.50 1 

Solder.._There is no change in tl 


prices of solder and the demand . 
practically normal for this season of 
the year Stocks are in fair conditior 
We quote fro ocal jobber 
Half and half let { per Ib 
Tacks.— Mill shipments on tacks are 
very slow in arriving, although the 
mills are beginning to work on some 


of their old outstanding orders. Sales 
are about normal for this season of the 
year, with no change in price. 


We quote from 
American cut, 8 02 $2 per 


local jobbers’ stoch 


doz tinned 
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carpet, 8 oz., 85c. per doz.; blued carpet, 
8 oz., 76c.; double point, 11 oz., 39%4c. 


Tin Plate.—Sales are running fair 
on this line, with stocks at a very low 
point. Prices are practically as last 
quoted. Furnace coke tin shows a de- 
crease of 50 cents per box. 


We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $20 per box; 
roofing tin. IC, 20 x 28, 8 Ilb., coating, 
$18.50 per box. 

Washers.—There is no change in the 
price on washers, with sales running 
at normal. 

We quote from local jobbers’ stocks: 
44-in. wrought steel washer, $9.40 per 100 
~ l-in, wrought steel washer, $9 per 100 

Wire Cloth.The demand for wire 
cloth is heavy, as the average house- 
holder is putting his screens in order 
for the season. New stocks are com- 
ing in very slowly, and those in the 
hands of both dealers and jobbers are 
very low and assortments are extreme- 
ly poor. Many of the best selling sizes 
are entirely off of the market at the 
present time. Quotations show no 
change. 

We quote from local jobbers’ stocks : 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft. 
galvanized, 12 x 12 mesh, $3 per 100 sq. ft. 

Wire.— The wire situation here 
parallels that of nails. Stocks are 
practically exhausted and any new 
stocks are eagerly sought and almost 
immediately sold. Concrete work is 
being delayed on account of the scar- 
city of the sizes used for tying the con- 


We quote from local jobbers’ 
Black annealed wire, $4.20 per cwt.; gal- 
vanized annealed wire, $4.90 per cwt.; 
painted cattle wire, 80-rod spools, $3.73 


per spool: galvanized cattle wire, 80-rod 
spools, $4.28 per spool; painted hog wire, 
80-rod spools, $4 per spool; galvanized 


hog wire, 80-rod spools, $4.57 per spool, 
Wheelbarrows.—Factories are still 
unable to supply the demand for the 
kind and styles of wheelbarrows ordi- 
narily used for building purposes. All 
local stocks are nearly exhausted and 
shipments coming in are quickly sold. 
The ordinary wood handle and garden 
wheelbarrows are both very much in 
demand at this season of the year. 


We quote from local jobbers’ stocks: 
Fully bolted, wood tray, $56 per doz.; 
tubular steel, $9.15 each; garden, wood, $81 
per doz., or $7 each. 


Twin Cities Paint Market 
MINNEAPOLIS AND ST. PAUL, 
May 24, 1920. 

The spring moving season has in- 
creased the sales of paints and paint 
materials to very handsome propor- 
tions. Mixed paints for outside work 
are meeting with a heavier demand, as 
“house jobs” are well under way here. 
Small package goods are moving freely 
also, as there is always some work to 
be done around a strange apartment. 
Bicycle enamels, canoe finishes, and au- 
tomobile enamels are all good sellers 
at present. Prices on the whole ere 
very steady and strong with the ex- 
ception of linseed oil, which has suf- 


stocks: 





Hardware Age 


ing more freely now and complete s':p- 
plies for the re-finishing of a house 
are being sold more frequently. There 
is no change in price. 

We quote from local jobbers’ stoci 
First grade mixed house paint, $4 per gal 
second grade, $2.60 per gal. 

White Lead.—Sales are normal wi 
nc change in price. The demand is 
lighter in proportion than a few years 
ago. 

We quote from local jobbers’ stock 
White ead in 100-lb. kegs, $15. 63 per cwt., 
with usual differentials for size of package 
and quantity. 


Turpentine.—Stocks are holding out 
in good shape in view of the increase 
in paint trade. Price shows no change. 


We quote from local jobbers’ stocks 
Turpentine in barrel lots, $2.43 per gal 


Shellac.—Shellac is still very scarce 
and hard to obtain. The price is hold- 
ing as last quoted. 

We quote from local jobbers’ stocks: 
Orange shellac, barrel lots, $6.35 per gal. | 
bleached white shellac, barrel lots, $6.85 
per gal. 

Linseed Oil.—Another decline shows 
in the price quotation amounting to ten 
cents per gallon. Sales are on the in- 
crease. 

We quote from local jobbers’ stocks 
Boiled linseed oil in barrel lots, $1.87 per 
gal.; raw linseed oil in barrel lots, $1.85 
per gal. 

Denatured Alcohol.—Call still shows 
a falling off as none of it is used for 
radiator anti-freeze. Paint work is ab- 
sorbing a heavy amount of it and will 
take more as the summer goes by. 


th 





crete forms. Prices are still as fered a decline of ten cents per eallon. We quote from local jobbers’ stocks 
noted . — ‘. mn Denatured alcohol in barrel lots, $1.10 pei 
quoted. Mixed Paint.—Mixed paints are scll- ga), 
Paint material prices as quoted in New York—May 27, 1920 
Animal, Fish and Vege- Cobalt, Oxide, per Ib......nominal In Oil White, less than Brown, Spanish, low 
table Oils— Whiting... per 100 Ib 500 lb., per 100 Ib......... 15.50 grades ....-sseeeees 16.00@— 
Linseed, Raw, Carload Lao Cottamiated <x. esens 1.25@ 1.35 a lb. up to 2000 Ib., per 7 Carmine, No. 40, bulk. ..5.20@5.50 
a, : wereeeeeseeee $1. 72@ Gihen .......... dome Oe 100 ID. ..cccccerccccccece 13.95 Green, Chrome, ordinary : 
Jity, five-bbl. lots... 1.75@— Dix idee... +. .25, 1.40@1.45 2000 ib. °p to 10,000 lb. per 11@14 
eee, five-bbl. seni ~ >» nde s chtes sos, a | 13.61 Green, Chrome, Light..... nes 
ots and over....... 72@— 10, ‘90. z to 30,000 Ib., per Medium .....sesveee 4 b 
noted, 2¢ per gal. advance on Patty Commercial p ovcretocccoce ee 18.12 Metallic Paint, @ ton. 
Commercial, 120 Ib. eae ‘minimum, 15 tons, DM. cevctaabeusd 32.00@36.00 
a. prime, atom, edible in ED coccccecenscvees 2.75@— Per 100 Ib, oc cccrccereces 12.98 Red... ececeeeee 35.00@40.00 
ted gf coped m0 G2 00 Pure, tubs ...+-+++.++- 4.50@— Lithe'rge, American wdered Ochre, Medium, ® ton.30.00@40.00 
Ootton seed. Crude In 1 Ib to 5 lb tins..... 6.00 @7 .35 Steet Kegs, per 100 1 \ ; American Golden, @ 1b.24%— 
so | aaa 15.50@16.00 15.50 Foreign, Golden #@ Ib...4% @5% 
Yellow Summer Spirits Turpentine— 500 Ib. up to 2000 Ib...... 13.95 WEORGN Sc 5026s Cenbed 4% @514 
Prime, bbl. .19.00@19.50 ® gal 2000 Ib. up to 10,000 Ib. Orange, Mineral English, 
Tallow, Acidless, car In Machine bbls. ......2.40@2.50 ‘ ; 13.61 nominal 
lots in bbl. ....... 1.60 10,000 Ib. up to 30,000 Ib., French ...--6+++++++% : ;nominal 
Menhaden Gum Shellac— os DAF ABOAD. sc sccs esos dev a a Aga 1@16% 
Northe Crude i.... 5 ° ’ a, i 
Rab pie ey Fac- ‘ Diamond I ........--++++ nominal Genes, “iinem, SS tas, 12.98 American @ 100 1b.. .14@16 
eee a eee s51@— Fine Orange .......... . 1.25 Zine, Dry— Red, Tuscan ...... ..25@30 
a Pressed .. sana 184 Medium Orange sbeeeseerse nominal Red Seal (French proc.) Ked, Venetian, @ 100 Ibs. 24s 
ellow Bleached ......1.20@ ee ee eee 1.20 11%@11% Rose Pink .... 8@40 
“= Bleached BUEOOR coc vcnccesesevcees nominal Green 81. (French proc. Sienna, Italian, burnt 
unter ... -- 1224 a DR -saschuceusace nominal 12% @12% and powdered 64,@15 
Oocoannt Ceylon rte EEE SRS ene Phy a 20 White 81. (French proc.) surnt lump ... -- 5@6 
mestic, bbl. per Ib...18%@ ’, :. Dos aseaasceGawecse nominal 18% @13% Italian, Raw, pow- 
Cochin Imported, spot..... nominal American Process. “eee are 5@6 
Domestic, BDI... 22... 26: nominal Colors in Oil— 5 p. c. lead sulphate. .9 9% American, Raw .. 24%4@3 


Cod, Domestic, Prime. .$1.23@1.25 


® Ib. 10 p. c. lead sulphate.. 


American, burnt and Lee 


Newfoundland, in bbl.. 1.28@1.30 Black, Lamp .......... 40@45 20 p. c. lead sulphate. .8% @0 dered ...... 3%4@4 
.orn, Refined, bbl., 100 Black, Ooach, Japan.. 28@40 35 p. c. lead sulphate. .8% @9% Tale. Premch ..-cccceeces 
Ib. beeen tate en ees 20@201, DE. GE OER kc snaeaed 82@36 American, per ton. .§20. 00@ 40. "00 
Porpoise body ............ nominal Drop Black ........... 82@36 Dry Colors— Italian ...--+eeeeeeeees nominal 
Olive, denatured .... 2.80@2.90 Blue, Chinese .......... 1.00@1.10 ® Ib. Terra Alba. 
Neatsfoot, Prime....... 150@1.60 Blue, Prussian ......... 1.00@1.10 Black, Carbon Gas.......15 @30 French ...... # 100 Ib. .nominal 
Palm, Lagos, spot per 1b.12% @12% Blue, Ultramarine ..... 40@50 Black, Bone powdered.... 514@10 a ET he ib. nominal 
Soya Bean, bbl. Ib.....17144@18 Wrench Ochre ..-...... 18@22% Black, Drop ......-- 6 @13 American, W 1 Ib. ° 1 5e- 
Mi 1 Green, Chrome, Pure.... 70@75 Cai ieee aS 5: : 
Miscellaneous Cineee MB ss. sco. 60@75 Black, LAMP ..ccceccecs 15 @45 American, # 100 Ib. “on 
Barytes: : Stine Mad oo... <ccccees 85@39 Black, Ivory .......-.+++ 16 @30 _ F “i 
ae coke. ca Venetian Red ......... 16@18 Mineral Blacks, @ ton....nominal ager pe an verre . 5@6 
White Grates. Sienna Burnt .......... 80@82 Blue, Celestial ......... 12@25 Raw and powdered. ... . nominal 
ID, 6 ie ao econ ile $34.00@36.00 ae wall a iepaiaie ih es: > $1 Blue, Chinese ........ 1.00@1.05 nag lrg rican .... ee 
~ A : PF, BUFME .cccccvcs 4 " . . ss : .  #eaw lumps ...--. ecccecce 
tengo wid ms prea .23.00@ 26.00 Chrome Yellow ........ 38@45 Blue, Prussian, Domestic.1.00@1.05 Raw ....ceeeeseeceeees 4 @ 
Omak, b Blue, Prussian, Foreign. ...nominal Yellow, Chrome, Pure AS @RS 
Pome -.-.9 pee White and Red Lead, — piue, soluble 1.05@1.10 Oxide Red, Domestic, 
Se ee eee per ton nominal &c.— es nada aaa ia > ge copperas in casks........14@18 
on aon, Imported, Cents ® Ib. Blue, Ultramarine, bbl... 15@45 Vermilion, Quick Silver 
~ 3 era 18 00@ 25.00 a 4 American White Brown, Spanish, high Sere - _ 
Domestic ........ Seen: sR so scscsabeowenskas cers 15% grades, per ton.....24.000@— $Omimese..........+.- pumas! 
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Glues.—The market is unchanged on 
elues and the demand shows an in- 
sizing glues. 


crease, especially for 

Mill shipments are far behind schedule. 
We quote from local jobbers’ stocks: 
ilue (low grade), 18c. to 22c. per Ib.; 
ibinet glue, 40c. to 43c. per Ib.; gelatine 
ue, 42¢c. to 45c.. per lb., and sheet glue, 
Te. to 40c. per Ib. 


Chicago Cutlery Market 
Office of HARDWARE AGE, 
Chicago, May 24, 1920. 

It is reported that Sheffield blade 
steel has advanced 4c per pound and 
that labor on all lines of cutlery is de- 
manding more wages, therefore, prices 
on all lines of cutlery is very firm. 
Factories report that they have lost 
about one-tenth of their workmen since 
January first, and that there is a scar- 
city of skilled labor. The demand for 
all kinds of silverware is naturally very 
heavy at this season of the year for 
wedding gifts. There has been no 
change in price since last reported. 

Butcher Knives.—Standard han- 
dle American-made butcher knives, ‘‘fully 
guaranteed.” Three brass saw screw 
rivets in handles, 6-in., $5.10 per doz.; 
7-in., $6.25 per doz.; 8-in., $7.50 per doz. 
All prices net, f.o.b. Chicago. Standard 
pattern kitchen knives, $1 to $3 per doz., 
net f.o.b. Chicago. 

Jack Knives.—American 2-blade stand- 
ard gage pocket knives, length, 3% in., 
stag or wood handles, $7.25 per doz., f.o.b. 
Chicago. Above are steel lined and black 
inside, with steel bolsters and no cap. 

Length, 3% in., stag or wood handles, 
$12.00 per doz., f.o.b. Chicago. Above are 
brass lined with nickel silver bolsters, caps 
and shields and clean inside. 

Length, 3% in., stag or wood handles, 
$18.00 per doz., f.o.b. Chicago. Above have 
two cutting blades and one patented punch 


beech 


blade. They are brass lined with nickel 
silver bolsters, caps and shields. 
Length, 35% in. stag handles. “Boy 


Seout” pattern, $19.80 per doz., f.o.b. Chi- 
cago. Above have one cutting blade, one 


patented punch blade, one can opener 
blade and one combination screwdriver 
and bottle cap opener blade. All prices are 
net. 

Hand Toilet Clippers.—Brown & Sharpe 
clippers, Nos. 00, 0 and No. 1, $5.00 per 
pair list; No. 2, $5.50 per pair list: No. 3, 


$6.00 per pair list; less discount of 25 per 
cent. Coates Khedive toilet clippers, per 
pair net, $1.95. Coates Success Toilet Clip- 
per No. 1, $2.40 per pair, net; No. 0, $2.55 
per pair, net: No. 00, $2.70 per pair, net. 
Razors.—Old style open blade type, with 
rubber handle, full hollow ground, %-in., 
5,-in., %-in., $21 per doz., net f.o.b. Chi- 
cago. Three-quarter hollow ground, %-in., 
5g-in., %-in., $18 per doz., net, f.o.b. Chi- 
eago. Half hollow ground, %-in., %-in., 
%-in., $14 per doz., net, f.o.b. Chicago. 


Safety Razors.—Gillett Standard and vest 
pocket edition, list $60 per doz. 

Auto-strop standard and army edition, 
list $60 per doz. Above takes a discount 
of 25 per cent, f.o.b. Chicago. 

Extra blades for above, 6’s, 50c., and 12’s 
$1. less 25 per cent discount per package. 

Gem Damaskeene safety razors, 1 doz. 
lots, $8.40 per doz., net, f.o.b. Chicago; 3 
doz. lots, $8 per doz., net, f.o.b. Chicago; 
12 doz. lots. $7.50 per doz., net, f.o.b. Chi- 


cago. Gem extra blades. lots of 1 doz. 
packages, $4.20 per doz. packages; 12 doz. 
packages, $3.84 per doz. packages; 36 doz. 
packages, $3.60 per doz. packages 

Ever Ready safety razors, 1 doz. lots, 
$8.40 per doz.. net f.ob. Chicago; 3 doz. 
lots, $8 per doz., net, f.o.b. Chicago. Ever 


Ready extra blades. standard package of 
6 blades. lots of 1 doz. packages, $3.48 per 
doz. packages: per card of 2 doz. packages, 
$6.96 per doz.: lots of 5 cards in one ship- 
ment, $6.48 per card. 

The prices of clipping and shearing 
machines and parts have advanced ap- 
proximately 10 to 15 per cent, effective 
May 1. The general demand for clip- 
ping machines has been good in spite 


of the backward season and with the 
shearing season well under way, dealers 
should anticipate their stocks and get 
in touch with their jobbers promptly. 
Quotations are as follows f.o.b. Chi- 
cago: 

Stewart No. 
chine, enclosed 
$1.25; bottom 
25 per cent. 

Stewart No. 9 ball bearing shearing ma- 
chine, list $22; trade discount 25 per cent. 

Horse clipping attachment for shearing 
machine, list $9. Sheep shearing attach- 
ment for clipping machine, list $13; trade 
discount 25 per cent, 


1 ball 
type, 
plate, 


bearing clipping ma- 
list $14. Top plate 
$1.75; trade discount 


Chicago Paint Market 
AGE, 
1920. 

Improved weather has speeded up 
cleaning-up, repair work and construc- 
tion of new buildings, with results that 
business in the paint, oil and varnish 
line is good. Prices on all staples re- 
main the same as last week. There is 
a tendency toward higher prices on spot 
linseed oil, owing to local difficulties in 
getting oil, but buyers generally are 
waiting for what they apparently con- 
sider an inevitable lowering of the mar- 
ket on futures. The alcohol market on 
all grades is held firmly at present 
prices with early advances predicted all 
along the line. This condition is at- 
tributed to several causes, the principal 
of which is labor and high-priced raw 
materials. The market on dry colors 
is firmly held and while the prices are 
high, it is the opinion of large dealers 
that the top has not been reached. 
Blacks are in steady demand with the 
producers finding it difficult at times to 
keep up with orders. Blues on all 
grades are holding firmly and stocks 
in volume scarce, due to the inability 
of producers to get shipments through 
to the trade. Spot stocks on reds, 
greens, yellow chrome and brown goods 
are low. 

The following prices prevail 


Office of HARDWARE 
Chicago, May 24, 


on leading 


staples: Strictly pure linseed oil, 1 to 4 
bbls., one delivery, raw, $2.05 per gal.; 
boiled, $2.07 per gal. Terms 30 days net, 


if paid within 10 days from 
date of invoice. Strictly pure gum spirits 
of turpentine in barrels, $2.56 per gal.: 
180-deg. denatured alcohol, in barrels, $1.25 


or less 1% 


per gal.; strictly pure white lead, 100-lb. 
kegs, $15.50 each: New York Plaster of 
Paris, in barrels, $4.75 per bbl.; Guilders’ 
whiting, in barrels. $3.50 per cwt.; pure 
shellac (40 lb. goods), in gal. cans, white, 
$7.30 per gal.: orange, $6.80 per gal. 
English Venetian red, in barrels, $2.50 to 


$6.50 per cwt. 


SELLING SCREENS 
BEFORE FLY TIME 
ACTUALLY ARRIVES 


LAs? night I read in the paper 
that if you would kill two flies 
now it would prevent I forget how 
many trillions of flies in July. I 
guess guinea pigs haven’t got any- 
thing on the flies and there aren’t 
any flies on guinea pigs when it 
comes to being prolific. 
When I read that it sort of im- 
pressed me that I’d better get busy 
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and follow my wife’s advice about 
getting up the fly screens for the 
summer. You know how it is when 
your wife tells you several times that 
you ought to get the screens up. 
You keep putting it off and forget- 
ting it until the first thing you know 
there are a lot of flies inside proceed- 
ing to develop those trillions of flies 
for the summer season. 

It’s a strange thing, but just the 
minute I thought about screens I 
thought about Barker’s hardware 
store. I can’t think about screens or 
hardly see a screen or go through a 
screen door that I don’t think of that 
man Barker. It’s all because he is 
the big noise in screens in our town. 
The other stores may keep some 
screens and I suppose they must sell 
some, but it is no fault of Barker’s 
if they do. He just gets busy and 
screams screens for weeks when the 
first warm weather comes and it’s 
time to put them up. 

Why, I saw them unloading screens 
there at his store when he had a 
man out shoveling the snow off from 
the walk, and I asked him if he was 
going to screen the snow out and he 
said, “It’s the early bird that catches 
the worm.” He must have had a 
window screen display all ready to 
set right up and waiting for the 
warm weather, because the very first 
warm day when I passed his store 
there were fly screens in the window 
and big signs reading, “It’s easier 
to keep ’em out than to drive ’em 
out;” “Two flies kept out saves kill- 
ing a million;” “Why let the flies 
get a start?” “Make it a flyless sum- 
mer;” “Bar out the germ carriers ;” 
“Fly screens help keep the family 
well.” 

Of course there came cold weather 
again after that, but he had made a 
start on his screen advertising and 
he followed it up every warm spell 
of weather, and when warm weather 
finally came his fly screen campaign 
was going strong. 

He bore on hard on the health end 
of it. He ran advertisements like 
this: 

Happy and Healthy 


Do you know the Keepwells? 

They are one of our best families. 

If all the families in town worked it 
the way the Keepwells do, where would 
the doctors get a living? 

The Keepwells are the first family in 
town to put up their fly screens for the 
summer, 

They don’t take a chance on Mr. and 
Mrs. Fly getting in to raise their brood. 
They shut out the flies from the time of 
the last snow storm and when it comes 
regular fly time they live in comfort, 
while their neighbors go around swat- 
ting and switching and accumulating 
germs and nerves. 

Want to be like the Keepwells? Then 
let us fit your house with screens. 
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another advertise- 
impressed me. It 


I remember 
ment, too, that 
was this: 

Leaving a Fly-Hole 
Yesterday I walked for two hours in 
the resident section of town. I saw that 
most houses had fly screens up. 

It is time. They ought to have them 
up. But what do you think? 

Nine out of ten screened houses had 
a window or a door or several of them 
without any screens. 

They had left large fly-holes for the 
flies to come in. | 

They let flies in at one place and 
barred them out at another. 

Why not screen up all around and 
make the house fly-tight? 

The cost is not to be considered when 
you think of the fact that the few flies 
that come into an unscreened upstairs 
window may be just the ones to bring 
in some disease germs that will get 
some member of the family. 

Barker barked right along this 
line in the newspapers and on bill- 
boards and with circulars and with 
slips that he put into envelopes and 
parcels. That was one thing about 
Barker—when he got anything on 
his mind he went screaming about 
it all the time. When he was devot- 
ing his energies to boosting screens, 
he said so much about them and said 
it in so many different ways and 
places that everybody just had to 
take notice that Barker and screens 
were about the same subject. He 
took up one thing at a time in that 
way; when its season came along he 
howled about it till you couldn’t hear 
yourself think unless you were Lhink- 
ing about his topic. 


Even Used Motion Pictures 


He got hold of an educational mo- 
tion picture film on the fly question 
and arranged to have it shown at the 
school, and he supplied it free to the 
motion picture house near his store. 
All the advertising he got out of 
that was the announcement that 
went with the show that it was given 
through the courtesy of the Barker 
Hardware Store—and that was 
enough. He saw to it that his ad- 
vertising outside made people realize 
what that reference to his store 
meant. They knew that it meant 
Barker’s for screens. 

I recall one window display he 
made that was rather clever. In the 
window he showed fly-swatters, fly 
traps, fly paper, poison fly stuff and 
all that sort of thing. He put on the 
prices on cards. Then he showed a 
set of fly screens and a big card 
which read, “Use these if you like, 
but why not save all the flies and 
the trouble and the cost by screen- 
ing? He put it right up to you to 
choose between prevention and cure. 
You could go chasing flies about the 
house all summer, fishing them out 


of the milk and looking at them fes- 
tooned on strips of sticky fly paper 
and maybe get through the summer 
in some kind of fashion, or you could 
screen up and be at peace. 

Another display that caused many 
a smile was one that contained a 
life-size cut-out of a bald-headed 
man’s head and shoulders. On the 
head was placed an exaggerated 
sized fly. I think it was painted on, 
but it may have been made of paper. 
I forget now. I think he got the 
man’s picture from some hair tonic 
advertisement. I had seen some- 
thing like it in a drug store window. 
Above the fly he suspended a fly- 
swatter which swung from the ceil- 
ing. Around the window he dis- 
played screens and he put in a big 
card which read: ‘Why be a perch 
for flies with screens at 38c.?” 

One plan he followed was to send 
an intelligent young woman around 
town on a sort of tour of inspection. 
This girl traveled all the better resi- 
dence streets and made a list of the 
houses, by street and number, that 
had no screens or very incomplete 
screening. Then comparison with 
his mailing lists and the directory 
enabled him to get the names of the 
people living in those houses—where 
the young woman had not picked up 
the name on her trip—and he wrote 
the people some such letter as this: 

“Dear Madam—yYour house was 
without screens on some of the win- 
dows last Thursday. 

“Perhaps you have added them 
since or perhaps you have not. 

“You are right in thinking that 
it’s none of my business whether you 
put up fly screens or not. 

“But you must remember that my 
business is selling screens, so in a 
way it is my business after all when 
l see a house that doesn’t have 
screens. And I am after business! 

“Well, all I wanted to say was this. 
We can supply suitable screens for 
your house at —c. each. ° 

“If you say the word, we can make 
your house fly-proof. 

“That means the elimination of 
the disease germs the flies bring in, 
to say nothing of the fact that no 
flies means no fly-paper or fly-swat- 
ting. 

“Do you want us to add to the 
comfort of your family and help 
keep them all well? 

“Just a word over the telephone 
will bring us to show you samples 
and quote prices on screens put in.” 

“Window Screen Accessories” 

Then Barker did not stop with 

mere screening. He went after the 


business any dealer can get on what 
you might call window screen acces- 
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sories or sundries. He got al! the 
latest things in the way of hives 
and catches for screen doors. He 
would fit your house with screen 
doors that did not slam and bany all 
day long and he would fix the win- 
dow screens so you could raise and 
lower them without pinched fingers 
or cuss words. He made window 
screens a pleasure, you might 

He fixed your screens so they would 
go on and off easily, spring and fx!), 
so any intelligent person could put 
them on when warm weather came 
or take them off in the fall without 
having to call in a carpenter. 


Checks for Receipts 
(Continued from page 74) 


pendent transaction. Again, it must 
be considered that Brownless admits 
that some of the checks produced 
were cashed at Whitton’s office and 
therefore these checks cannot, in an 
sense, be considered as payments on 
account. It may appear that Mr. 
Brownless’ contention is proper in 
stating that the appellee should show 
what application was made of the 
funds derived from the checks in 
question; that having received and 
cashed these checks that the burden 
of proof should be on Whitton. But, 
in strict accordance to the tenets of 
law, the burden of proof is on the 
debtor to maintain his plea. 

“Unless the checks show on their 
face for what purpose they were 
given, it is the court’s opinion that 
the burden continues upon the party 
pleading payment, to show that the 
checks were given in payment of the 
account.” 

Of course the verdict was a shock 
to Brownless. He paid the $100, 
court costs and an attorney’s fees, 
and still claims that he paid the 
amount of $100 twice. All in all, the 
litigation was expensive to him, but 
he was taught a lesson that will stick 
to him for life. He discovered that 
he had not been exercising proper 
care, either in requesting a receipt 
for each payment or in marking each 
check for what it was given. 

Hardware store owners are prob- 
ably not any more neglectful in this 
matter than business men in other 
lines, but I personally know of a num- 
ber of cases where neglect in the 
discussed instances have made hard- 
ware store owners lose money. 

The better plan is to demand a 


_receipt for every payment made on 


an account, whether such payment 
is made by check or not. Further, 
the hardware dealer should write 
plainly on the face of the check, just 
what that check is intended for. 
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McKINNEY MANUF 


Western Office, State Lake 


| MCKINNEY 
i Hinges and Butts 


ACTURING CO.,, Pittrsbur 
Chicag Export Repr 


4 
| Alse manufacturers of McKinney garage and farm building dvr 
ti 2 J 1 
iu hardwart, furniture hardware and Me Kinney One-~-Man Truck 
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Again— 


The biggest class of hinge buyers—Archi- 
tects and Builders—will read the above ad- 
vertisement. Itis the fifth in the attractive 
series to make them realize the importance 
of using only the best hinges — those 
stamped with the name McKinney. 


McKINNEY MANUFACTURING CO., Pittsburg! 


HARDWARE 


L | HE Architect or Builder who MeKir 
|| insists upon the best builds for lend art 
| | - ' Whethe ap ; 
} i permanence. nether it € Lf 
1 t 
| cement, brick, steel or hardware 
+ fixtures, there is always one brand reisa M 
i or make which towers above all The | ever 
i others for quality. So it is with | 
| i hinges! j 
| I 
hl McKinney Hinges and Butts 
i} 
| have filled every hinge need for fifty 
years. During this time they have If t} 
| established an enviable record. The cat in 
| name McKinney ona hinge or butt forward 
| i marks it asa standard product— fit to Y find it 
| | serveeffectivelyand noiselessly wher- alizing the be 
| ever a hinge is needed. They with- questions, 
| stand constant strain and never say. and meeting 
tand tant st | 
| 
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This ts the fifth advertisement 
- in the big McKinney Campaign 
tointerest Architectsand Builder 

It appears in the May issues of 
all the large magazines which 
go direct to this big class of hinge 
H eh pe buyers. Other advertisements are 
appearing in current issues of 
The Saturday Evening Post and 
| The Literary Digest. In all, more 
than 9,000,000 readers will 


this month learn more about the 


importance of hinges. You can 


make these advertisements work 





jor you. Tie your store up tught 
to this National Advertising 
Campaign. Talk McKinney! 











Other nation-wide advertising, aimed at the 
general hinge-buying public, is giving wide pub- 
licityto McKinney Products. Besureyour store 
is recognized as McKinney Headquarters in 
your locality. ‘Take advantage of this national 
hinge advertising. Tie your store up to it! 
WESTERN OFFICE, State-Lake B 


.» Chicago. 


Export Representation. 


Also manufacturers of C 
McKinney garage and 


farm building door- 
hardware, furniture 
hardware and McKin- 
ney One-Man Trucks. 


Hinges and Butts 
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Products Being 


The Motor-Mower 


The Motor-Mower is a power grass 
cutter made by the Pontiac Lawn 
Mower Co., Detroit, Mich. It is self 
propelling and self operating, the user 
having but to walk in the rear to guide 
it. 

The maker has endeavored to make 
the mower simple of  construc- 
tion and light in weight. The latter 
item being but 125 pounds, it is said 
that the machine may be used success- 
fully over soft ground or on any terrace 
a man walks on. Having no gears or 
exposed parts, oil and grit can not ac- 
cumulate. A self sharpening arrange- 
ment is considered to be a feature of 
importance. An automatic release con- 
trols the transmission of power be- 
tween motor and cutting recl. The 
consumption of fuel is said to be but 


. 
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Motor-Mower in Operation 


one-eighth of a gallon of gasoline per 
hour. 

The maker points out, that the Motor- 
Mower will perform effectively in nooks 
or corners and will even cut around 





Placed on the Market by Hardware Manufacturers 


shrubs and trees, and other supposedly 
difficult spots. 


New Buck and Wood Pulp Saw 


The Lumber Products Co., Lewiston, 
Me., offer the trade the Little Wonder 
Buck and Pulp Wood Saw. 

This saw is constructed from cold 
drawn %-inch 16 gage bicycle tubing 
and is equipped with Swedish razor 





Little Wonder Saw 


blade steel saws. The manufacturer 
states that the construction of the 
Little Wonder allows no warping, twist- 
ing or breaking of the frame. The 
elimination of the familiar cross bar 
enables the user to saw larger sticks. 
Aside from being more durable than a 
wooden frame the maker also states 
that the Little Wonder is lighter in 
weight, thus easier of operation. 

Being constructed of Swedish razor 
blade steel the blade of this saw is said 
to require but 25 per cent of the filing 
needed to keep the average blade in 
condition. 


Neverbreak Fire Shovel 


The Neverbreak Fire Shovel is a new 
product of the Union Fork & Hoe Co., 
Columbus, Ohio, and is offered with a 
long or short handle. 

The handle and blade of this shovel 
are forged from a single piece of bar 
steel and have no rivets to come loose. 
The handles are made in lengths of ten 


inches or sixteen inches, with hollow 
hand grips to prevent heating and 
proves a good feature. 

The manufacturers state that the 
bar steel used is of the highest grade, 














Neverbreak Fire Shovels 


and that the shovel should last a life 
time. 

The Neverbreak shovels are packed 
one dozen to a bundle. The weight per 
dozen with the long handles is 20 lbs., 
with the short handle but 15 lbs. 


Swivel Wheel on Federal 
Sweeper 


The Federal Electric Company, Chi- 
cago, Ill., announces that a swivel rear 
wheel has been added to the Federal! 
vacuum sweeper. The addition of this 
device is said to make the cleaner more 
efficient and easier to operate. The 
manufacturer also says that the op 
erator may turn the sweeper in any de- 














Federal Sweeper with Swivel Wheel 


sired direction with perfect ease, with- 
out danger of derangement of the rugs, 
carpets, etc. 


Reading matter continued on page 110 
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FROM YOUR VIEWPOINT 


Do you remember the first catalog you ever saw, with those grotesque wood cut prints and ridiculously ex- 
aggerated descriptions—everything presented from the maker’s standpoint? In those days service had not entered 
the mind of the manufacturer. He made his goods his way, and sold them for his own benefit. 

What a contrast in impression and frank presentation obtains in the Richards-Wilcox’s new catalog of 


DISTINCTIVE GARAGE DOOR HARDWARE 


3eginning with the front cover, handsomely displayed in full color, this catalog is built to accommodate 
the convenience of the person interested in garage door hardware. 

Not a garage doorway condition is left unprovided for—not a personal taste overlooked. 

Here are displayed hundreds of sets of distinctive fixtures for doors which operate inside and outside of the 
doorway—suitable for every conceivable condition—and all so lucidly and completely compiled, so simply illus- 
trated and so plainly detailed that the reader may select unerringly the exact set suited for his garage, his 


Richards-Wilcox Mfé. (0. 


AHanewer forany Door that Slides 








Acopy of this beautiful book will be 
mailed to anyone interested in garage 
door hardware, on request. 











CHICAGO BOSTON 
Ask for Catalog UA-22. ST.LOUIS AURORA, ILLINOIS,U.S.A. NEW YORK 
LOS ANGELES MINNEAPOLIS 





PHILADELPHIA LONDON,ONT. —_—_— SAN FRANCISCO 
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MOTOR ACCESSORIES 





Reliable Battery Filler 


The Reliable Manufacturing Co., 
Cleveland, Ohio, are the manufacturers 
of the Reliable Battery Filler, a prod- 
uct of interest for the garage, service 
station or wherever batteries are cared 
for. 

The filler consists of a gallon capacity 
bottle set in a metal frame. Tubing 
from the bottle neck supplies the chan- 
nel of distribution for the bottle con- 





Using a Reliable Filler 


tents. The bottle may be filled with 
either distilled water or electrolyte, as 
no metal touches the liquid contents of 
the bottle. A hydrometer does not go 
with the outfit, but a bracket to accom- 
modate a hydrometer is found on the 
side of the metal frame. 

The Reliable Manufacturing Com- 
pany also makes battery clips that are 
said to be non-corrosive. 


Auto-Lad 


The Auto-Lad is a three-in-one tool 
made by the Alsteel Manufacturing Co., 











Auto-Lad 


Battle Creek, Mich. The tool is made 
of heavy steel and strengthened by cor- 
rugations. 

As a shovel the Auto-Lad, will dig 
out sand, gravel or snow. The rolled 





Gaining Traction with the Aid of an 
Auto Lad 


grip handle and sharpened edge make 
the operation easy on the hand and ef- 
fective on the substance to be removed. 
To provide a firm foundation when 





jacking a car, the Auto-Lad comes in 
handy. The manufacturer points out 
that this tool may readily be carried 
under the seat, thus it would be very 
accessible, and much more dependable 
than a board or a flat stone. 

If stuck in the mud, sand or snow 
this little tool may be placed in front 
of the drive wheel and traction may be 
readily gained for the surface of the 
Auto-Lad is corrugated. 


Neverfail Carburetor for Fords 


The Neverfail Carburetor Co., Long 
Island City, N. Y., is making a special 
carburetor for Ford cars. The product 
is made complete, at the Neverfail 
plant, from the rough casting to the 
finished product. 

The Neverfail has only one adjust- 
ment screw, marked “lean” and “rich,” 





Neverfail Carburetor 


arrows indicate the direction of adjust- 
ment. 

The maker claims that the high vacu 
um principle of this carburetor, gives 
a fine mixture at all speeds. It is also 
said that the Ford will start easier i! 
a Neverfail is installed, and that the 
motor will run smoother, and allow 
quick and smooth acceleration, with low 
fuel consumption. The fuel bowl is 
easily detached, permitting the removal 
of any dirt or water without removing 
the carburetor, from the car. 


Reading matter continued on page 112 
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Rose Products Please 


Of more than 2,000,000 Rose Tire 
Pumps in use today, only 44 were returned 
for replacement in 1919. 


Each Rose Product is the best of its kind. 


The Rose Grease Gun is the gun with the 
taper nozzle, which fits any opening from 
VY, to 1'4 inches—fits so tightly that grease 
can’t back out around the nozzle when the 
gun is discharged. 


The Rose Fil-a-Gun Grease Bucket does 


what no other grease bucket on the market 


Frank Rose Mfg. Co., Hastings, Neb. 


(Successors to J. H. Haney & Co.) 
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will do—pumps direct to the car or fills a 
grease gun. Made in lengths for autos, 


tractors and shop. 


Rose Tire Pump Hose, the best that can 
be made, is sold with all connections fitted 
—a great convenience and time saver for 
both dealer and user. 


Rose products are sold through the job- 
ber and dealer. They Are giving satisfac- 
tion to the users and are money makers for 


the dealer. 
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Notes of the Retail Hardware Trade 


ELBA, NEB.—Hermansen & Madsen 
have sold their stock. Robert Crowe is 
the purchaser, and catalogs are re- 
quested on a general line of hardware 
and paints and oils. 

Muuprow, OKLA.—The E. S. Ma- 
gruder hardware stock has been sold. 
The D. M. Patton Hardware is the pur- 
chaser. 

ARDMORE, OKLA.—The Mulkey & 
Miller Hardware Company has bought 
the stock of R. B. Hill & Co. 

GRANTS Pass, OrE.— The Jewell 
Hardware Company has changed its 
name to the Valley Hardware Com- 
pany. W. D. Fry is now sole owner. 

Mapison, S. D.—The Gulstine and 
Waskey implement stock has been sold, 
Farrell & Hanneman are the _ pur- 
chasers. 

PaRKER, S. D.—Harry G. Nelson, 
who has bought the stock of J. O. 
Strand, requests catalogs on the fol- 
lowing items: Automobile accessories, 
baseball goods, bathroom fixtures, 
builders’ hardware, children’s vehicles, 
churns, cream separators, cutlery, dog 
collars, electrical household specialties, 
fishing tackle, furnaces, galvanized 
and tin sheets, heating stoves, heavy 
hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, pumps, ranges 
and cook stoves, shelf hardware, sil- 
verware, sporting goods, tin shop and 
washing machines. 

Toronto, S. D.—Ole G. Erickson has 
opened a hardware store here, carry- 
ing a complete line of hardware, on 
which catalogs are requested. 

DONNA, TEXAS.—The Borderland 
Hardware Company has _ been incor- 
porated with a capital stock of $125,- 
000 by E. J. Jamerson, W. B. Brooks 
and Harry A. Block. The concern will 
deal in the following, on which cata- 
logs are requested: Baseball goods, 
bathroom fixtures, belting and pack- 
ing, bicycles, buggy whips, builders’ 
hardware, children’s vehicles, churns, 
cream separators, crockery and glass, 
cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing 
tackle, furnaces, furniture department, 
galvanized ‘and tin sheets, gasoline en- 
gines, hammocks and tents, harness, 
heating stoves, heavy farm _ imple- 
ments, heavy hardware, iron beds, 
kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, pumps, ranges 
and cook stoves, refrigerators, sewing 
machines, shelf hardware, sporting 
goods, tin shop, toys, games, wagons, 
buggies and washing machines. 

LANCASTER, TEXAS.—The Lancaster 
Hardware Company has increased its 
capital stock from $24,000 to $50,000. 
The business was established in 1890. 

3LAIR, Wis.—The Knutson Hard- 
ware Company has been incorporated 
to deal in a general line of hardware, 
farm implements, etc. The incorpora- 
tors are J. O. Knutson, Mrs. J. O. 
Knutson and H. S. Knutson. 

Sawyer, Wis.—The Sawyer Hard- 
ware Company stock has been bought 
by J. L. Wiesner, H. F. Wiesner, 
George C. Senft and Alexander J. 
Wilz. 


Waupaca, Wis.—Paul J. Williams 
has purchased the interest of C. L. 
Christensen in the Leader Hardware 
Store. Nelson & Williams are the 
owners, and request catalogs on build- 
ers’ hardware and electric appliances 
for farm lighting systems. 

Troy, Pa—King & Mitchell have 
bought the business of Thomas Colony, 
which has been established for the past 
forty-two years. 

BARABOO, Wis.—The Ott Hardware 
Company has been incorporated to con- 
duct both a wholesale and retail busi- 
ness in automobile accessories, baseball 
goods, bathroom fixtures, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
cream separators, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical 
household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, 
heating stoves, heavy hardware, kitch- 
en cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin 
shop, toys, games and washing ma- 
chines. The capital stock is $50,000 
and E. A. Isenberg is president; M. R. 
Case, vice-president and Will M. Ott, 
secretary and treasurer. 


CEDARBURG, Wis—Henry G. Groth 
has sold his entire hardware stock to 
his sons who will continue it under 
the namé of the Groth Bros. Hardware 
Company. The new owner requests 
catalogs on automobile accessories, 
bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, cutlery, 
fishing tackle, furnaces, galvanized 
and tin sheets, heating stoves, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, ranges and cook 
stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, tin shop, wagons, buggies and 
washing machines. 

MADISON, Wis.—The H. C. Schenk 
Hardware Company, 205 Atwood Ave- 
nue, has been incorporated. The capital 
stock is $20,000, and H. C. Schenk, 
Clara Schenk and Edward Keedy are the 
incorporators. The new firm requests 
catalogs on automobile accessories, 
baseball goods, bathroom fixtures, belt- 
ing and packing, bicycles, buggy whips, 
builders’ hardware, building paper, 
children’s vehicles, cream separators, 
crockery and glass, cutlery, dairy sup- 
plies, dog collars, electrical household 
specialties, fishing tackle, galvanized 
and tin sheets, hammocks and tents, 
heating stoves, heavy farm implements, 
heavy hardware, linoleum, lubricating 
oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, poultry sup- 
plies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
toys, games, wagons, buggies and 
washing machines. 

MERRILL, W1S.—The Balott & Alpine 
Hardware Company has sold its stock 
to August Rueck & Sons, who request 
catalogs on a general line of hardware. 
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MILWAUKEE, WIs.— The business 
heretofore conducted by H. F. Haessler 
has been incorporated as the H. F, 
Haessler Hardware Company, with a 
capital of $40,000. The officers of the 
new company are Herman F. Haessler, 
president; Walter E. Haessler, vice- 
president, and Herman Grotophorst, 
secretary and treasurer. 

NORWALK, WIs.—Michael Udnlutch 
has purchased a half interest in the 
Frank Wartman hardware store. The 
Norwalk Hardware Company is the 
new firm name. 

PHILLIPS, W1s.—The Ladysmith Im- 
plement Company, operating a branch 
store at Ladysmith, has commenced 
business here. 

Potosi, Wis.—Elskamp & Wiedmann 
have opened a store here and added 
a line of electrical specialties and 
supplies to their regular stock, on 
which catalogs are requested. 

ROBERTS, Wis.—The hardware store 
of R. H. Ludtke was recently damaged 
by fire. 

JEFFERSON, Wis.—The Jefferson 
Hardware Company has been incorpo- 
rated with a capital stock of $20,000. 
The incorporators are John Gross, Carl 
O. Johnson and Edward Hake. Cata- 
logs requested on builders’ and shelf 
hardware. 

Lyons, Wis.—Warren J. Dodge and 
Dwight Williams have purchased an in- 
terest in the Moore Hardware Com- 
pany. The firm name will remain un- 
changed. 

New Lonpon, Wis.—W. E. Gherke 
has purchased a new store building into 
which he has moved his implement 
stock. Catalogs requested on power 
washing machines. 


MILWAUKEE, Wis.—The J. J. Jones 


‘Company, 1015 Third Street, has in- 


creased its capital from $75,000 to 


$150,000. 


SAUKVILLE, Wis.—The De _ Buhr 
Hardware Company has been incorpo- 
rated to deal in the following: Auto- 
mobile accessories, baseball goods, bath- 
room fixtures, belting and packing, 
builders’ hardware, building paper, chil- 
dren’s vehicles, churns, cream sepa- 
rators, crockery and glass, cutlery, 
dairy supplies, dog collars, fishing tack- 
le, furnaces, galvanized and tin sheets, 
gasoline engines, heating stoves, heavy 
farm implements, heavy hardware, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges 
and cook stoves, shelf hardware, silver- 
ware, tin shop, wagons and washing 
machines. Claus De Buhr, Diedrick De 
Buhr and Anton De Buhr are the in- 
corporators. The capital stock is 
$25,000. 


SAWYER, WIs.—Louis Wolf, in the 
hardware business for the past forty 
years, has sold his interest in C. Wolf 
& Co. to Theodore Thompson, and re- 
tired. 











